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Did You Say Two Breaks 7 


thats what we said- 
Two Brake! 


break the circuit in two places- to cut down arcing 


How much safety is there in a safety switch? That depends entirely 
on the design... . and the thoroughness of construction. Colt-Noark 
Dualbreak Safety Switches provide maximum safety by rupturing the 
current at two separate points in each leg. Arc is practically elimi- 
nated ... safety is greatly increased . . . and wear on switching parts 
is reduced to a negligible point. Skill that is backed by one hundred 
years of precision manufacturing provides the added margin of safety 


nd dependability thet mohes Colt-Meask Safety Switch d COLT-NOARK “QUADBREAK” 
on seaias in ve A Teld. easreinian oe a SWITCHES 


: ate ould F are similar in construction to the ‘‘DUAL- 
Colt-Noark Dualbreak Safety Switches are built in sizes ranging from BREAK” type .. . but break the circuit at 


30 amperes up to 1200 amperes... all with Quick-Make and Quick- four points in each leg. Cat. No. 75931 

Break and interlocking covers. All have the flat type handles, for is shown above ... 100 amperes... with 

close banking when installed in groups. Quick-Make and Quick-Break, interlocking 
cover and flat type operating handle. 


COLT’S PATENT FIRE ARMS MFG. CO., Electrical Division HARTFORD, CONN. 


100 Years of Manu- Boston 
facturing Experience -~ New York 
is back of every Colt 


Chicago 
Built Product Philadelphia 
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When prices are asked on fusible 
equipment, quote both ways. There's 
an extra profit angle involved that 
will interest any contractor. 
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If you haven't all the facts on the 
Multi-breakeR, call in a Square D 


man and let him give you the 
complete story. 
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DUPLEX RECEPTACLES 


The new standard and polarized Duplex 
Receptacles show customers an extra value in 
SOLID CONSTRUCTION. Heavy Bakelite back- 
plate gives basic strength and rigidity to the 
whole device. Binding screws specially de- 
signed have extra-large heads to take wire up 
to No. 10 inclusive. All functioning parts, as 
well as frame, have the added structural 


strength of heavier-gauge metal... No. 1913 is 
standard T-slot. No. 1918 Polarized Receptacle 
takes special polarized plugs only. No. 7445 
3-wire Receptacle is of regular H & H con- 
struction with large binding-screws. 

Write these three new numbers into your 
orders — to specify more-Receptacle-for- 
your - money! 


SOLD THROUGH yOuR HART & HEGEMAN DIVISION, ELECTRICAL WHOLESALER | 
ee ARROW-HART & HEGEMAN ELECTRIC CO. Ny 
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HERE’S ANOTHER 

GOOD SIGN—About 150 electrical wholesalers 
turned up at Hot Springs and many manufacturers. 
And they were optimistic—so says the report. They 
share the growing belief that the fall upturn in busi- 
ness will amount to something. So do more and 
more other people. 

All business men are still worried over the boat 
rocking in Washington that has raised such hell. 
But there is a growing determination to ride that rock- 
ing boat—and be damned to her! 





and get some- 
where. They know the day will come when the rock- 
ing will stop. It’s a good sign. 


- 


* 


E PLURIBUS 

—USE °*EM—tThe strength of NEWA is increas- 
ing. More members. It’s at an all time high. If 
every house eligible for membership should join— 
it would only add about 10 per cent. More good 
news. 

E pluribus unum—use ’em. This organized whole- 
sale branch of the electrical industry now has great 
power for constructive leadership. Much can be 
done to stimulate the local houses in market build- 
ing. For the wholesaler has the advantage of a 
neutral position. He should be more active in plan- 

ning and policies. 
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AND HERE’S 

THE PROQF—In the middle west wholesalers have 
been getting closer to the electrical inspector. They 
have come to know him better by attending his local 
meetings, his conventions, discussing his problems. 
And what has happened? 

The inspector naturally has become more inter- 
ested in the things the wholesaler is working for, his 
angle on industry problems. It has been directly 
reflected in local demand for better grades of ma- 
terial, higher standards of adequacy in wiring. 


* 


FOR JITTERS— Don't worry. It has been just 
as bad so many times before. For example, eighty- 
one years ago, in October 1857, Harpers Weekly 
said— 

“It is a gloomy moment in history. Never has the future 
seemed so incalculable as at this time. In our own country 
universal commercial prostration with panic. In France, the 
political cauldron seethes and bubbles with uncertainty ; Russia 
hangs as usual like a cloud upon the horizon of Europe, 
while the energies and resources of the British Empire are 


sorely tried with the vast and deadly disturbed relations in 
China. Of our own troubles, no man can see the end. 


John Wanamaker dug this up and ran it in a recent 
ad saying‘‘There’s nothing new about jitters. 
People have had them, will have them again—will 


5 


































































| 0 
4 








































wow! 
A MARKET!— Katherine Fisher, 


recover again. Knowing that your fear is unoriginal 
is one of the best ways to get rid of it. Pass the 


idea along. 


* 


UNION SALESMEN— | 
BUT AT WHAT COST?—Appliance salesmen in 


Milwaukee have set up a union and forced some desir- 
able reforms in local trade practice. They think it is 
a great idea. Mebbe so—but there is another idea 
that has long been greater. 

This is the idea that a salesman is a free man. 
Nothing holds him down, if he is good. His job, his 
earnings, his fame, come from his own initiative, 
enthusiasm, activity, personality and skill. America 
has grown great because we have had great salesmen 
spurred on by opportunity. 

Unionize 
standards _ will 


salesmen and soon restrictive 


pretty 


creep in—minimum standards for 


average men. And the stars can no longer shoot. 


Free incentive is the life and power of selling. 


* 


BILLIQN!—wThe way some dealers, contractors 
and industrials are buying these days, you would 
think they were going out of business. 


plumb lost sight of the fact that we have 129,000,000 


They have 


people in this country to feed, clothe and shelter ; that 
commercial building has been running stronger this 
year than it did last ; that in 1937 the electrical whole- 
salers sold half a billion in apparatus, supplies and 
appliances. 

All right, who is going to do the business that 
there is this year? Not the man who lies down and 
groans. But the man who stays ready and hustles 


will do well. And don’t let anybody forget it. 


* 


WHAT 

director of Good 
Housekeeping Institute, talked the other day over 
the NBC Blue network about “The Importance of 
Adequate Wiring to Modern Home Management.” 
Meanwhile, Good Housekeeping Magazine runs sto- 
ries every month on the use of electrical appliances. 
And so do McCalls, Ladies’ Home Journal, Woman's 
Millions of 


women are getting the story—accepting electrical 


Home Companion and the rest of them. 


labor savers as practical and modern. 
Don’t forget that’s what put over the tiled bath- 


room, silk stockings, kodaks. Show your dealers 


what it means and how they can tie“into this grow- 


ing interest. 





WHAT TO 
STOCK NOQW—The question of what inventory to 





carry in these times is vital. For just as men buy 


freely for stock when business is pressing, any 
inventory looks too large when they feel pessimistic. 
Sut too large for what? 

Make every customer sit back and figure about 
Then set 
the percentage of his normal inventory that will be 


what volume he will probably do this year. 


called for. He should carry at least that much, so 


sell it to him. 


* 


THE SHEEP 
FROM THE GOATS— Retail dealers in Kansas 


City have gotten sore about consumer selling by whole- 
salers. It’s about time, they said, to separate the 
sheep from the goats and do it publicly. The whole- 
salers agreed and will now display big two color 
posters proclaiming “I’m a wholesaler.” 
Wholesalers will accept the theory in any town, 
but too many of them go on selling anybody be- 


cause they believe competitors are doing it. Kansas 
City is smart in turning on the lime-light. Every 


And when a 
It’s re od for the 


wholesale house should be marked. 
man is marked, people watch him. 


morale. 


* 


$0 YOU'RE 
KEY MAN— Nash-Kelvinator 


believes that sales 
make jobs, that selling in itself creates prosperity. 
They are taking Lincoln, Nebraska, as a proving 
ground, there, then 


putting on a demonstration 


launching a nation wide campaign. They hope other 
manufacturers will join them. 

The idea is sound, constructive, courageous and 
> ] 
i 


it is as true right in your territory as anywhere 


Help your customers to sell and business flows to 


you. The salesman is the key man. 
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AS SIMPLE AS A:B°:C 


A — UNIT REMOVED FROM CASE BY UNSCREWING ONLY ONE END CAP 
B — MAXIMUM THICKNESS OF FIBRE AT THREADS — ADDED STRENGTH 
C€ — END NOT FIXED — CAN BE TAKEN OFF TO CLEAN CASE 

D — LISTED AS STANDARD BY UNDERWRITERS’ LABORATORIES 

E — LINKS HAVE OPEN END SLOTS — EASY TO INSERT 

F — LINK READILY REPLACED BY LOOSENING CLAMPING SCREWS 

G — PERMANENT RIGID BLADE ALIGNMENT 

H — BLADES ASSEMBLED TO EXTRA HEAVY INSULATING CROSSBAR 

I — CROSSBAR REPLACEABLE 

J — CROSSBAR OF MAXIMUM THICKNESS — LONGER SERVICE 

K — LARGE CLAMPING AREAS — BETTER CONTACT 


| 

| 

| 

Least number of parts, sturdiest construction, easiest and speediest renewal. Can | 
be assembled only one way — the RIGHT way. The utmost in economy, service, 
| 

| 

| 

} 





and protection — and the cost is no higher. 


SHAWMUT<S> SHUR-LAG 


RENEWABLE FUSES . 


Approved by Underwriters’ Laboratories 


©(Ohe CHASE-SHAWMUT COMPANY - NEWBURYPORT + MASSACHUSETTS 
Fuse makers since 1893 
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A. M. Case of Graybar Electric Co., Portland, Oregon 


Wet Nursing SPECIALTIES 


By A. M. CASE 


Salesman, Graybar Electric Co., 
Portland, Oregon 


peng need wet nursing, or 
maybe it would be better to call 
it chaperoning. Because you have got 
to be on the job every minute, instead 
of at stated intervals. 

By specialties I mean five lines in 
particular—intercommunicating _ tele- 
phones, fire alarms, sound equipment, 
program clocks, and radio broad- 
casting equipment. With the excep- 
tion of the last one, the buyer knows 
next to nothing about them, the archi- 
tect knows a little more but is stumped 
by the electrical part, the electrical 
contractor himself needs help. The 
salesman is supposed to help every- 
body, including himself. 

There are probably lots of ways to 
do it. But here’s my system. 

Let’s take a typical example, say 
an addition to a hospital, a state con- 
trolled institution. The head of the 
hospital is a doctor. He needs more 
capacity, but before money can be 
appropriated an estimate is needed. 
So he makes a tentative arrangement 
with an architect. 

If good consulting engineering tal- 
ent is available, and the job is big 
enough, the architect may get help 
there on the electrical work. If not, 
he falls back on the electrical con- 
tractor to steer him. If the work in- 
volves any of the above specialties, 
few electrical contractors will under- 
take it. So the salesman of the whole- 
saler gets his first definite jingle to 
come and make himself useful. 

The first question that nobody can 
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The salesman has to be ready to do a lot of 
detail work and to watch them like a baby 


answer is: ‘What does the doctor 
want—a nurses call, program clock, 
telephone, or what?’ Then comes 
a lot of consultation between the 
contractor and salesman on one hand, 
and the doctor on the other, with 
architect as intermediary. 

Next we have got to translate the 
service that is wanted into terms of 
materials that will give it. The de- 
scription of these materials in the 
specifications is one of the most impor- 
tant steps in the whole sales cycle, 
especially on state or federal jobs. All 
we try for is an even break, and, at 
the same time, be sure that our equip- 
ment will meet federal or state re- 
quirements. Stringent as these rules 
are, in the case of this specialized 
equipment it might be possible to get 
a wording that would cut out every- 
thing but your own. But this would 
be poor business in the long run. Try 
to slip over some jokers and sleepers 
once, and you are likely never to be 
given a free hand in the future. 

But now we have the thing up to 
the point that the architect may ad- 
vertise for bids, and the salesman is 
ready to make up quotations for his 
electrical contractors, all of whom are 
hoping to get the job. If the whole- 
saler’s salesman has been working 
along with the job from the start, 
here is where his familiarity with it 
can be turned to account. 


HE WANTED TO MAKE MORE MONEY! 





It is difficult for the quotation 
clerk to make up this kind of a bid. 
So the salesman must do much of the 
detail work himself, or help with it. 
Often the contractor’s time is short, 
so he appreciates a simple, concise 
quotation that is easy to use. But 
this simplification means that details 
are left out, and full responsibility 
rests with the wholesaler to supply 
the complete and correct equipment. 
If the contractor can trust you to do 
this, and your house to make good on 
possible mistakes, all is lovely. 

Now the quotation is in, at the 
right time, in the right shape, at the 
right prices, and to all the contractors 
who should have it. The bids have 
gone out, the general contractor se- 
lected and the sub-contracts awarded. 
On government contracts, a list of 
makes of equipment to be used has ta 
be submitted by the sub-contractor a 
short time after the award, usually 
within a few days. In the short time 
between the awarding of the sub- 
contract and the filing of these lists 
the salesman has got to do his stuff. 
He can’t get his order until the con- 
tractor has his own contract cinched. 
When the contractor is finally in the 
position to go, of course, he starts in 
every direction at once. Then you 
have to be on the job almost con- 
stantly if you are to get the specialty 
order you have been working on all 
these weeks. 

The ordinary chaperoning is over 
by then—even the honeymoon. 
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This one may look too tall to sell, but 

electrical products are bought by Rocke- 

feller Center just as by smaller buildings. 
Only the orders are better. 












































HROUGHOUT the United 

States there are 9,061 office 
buildings in cities of 10,000 popula- 
Of these, 3,803 are 
over ten stories in height. And all 
these office buildings are in the mar- 
ket for electrical products. 
They need equipment and supplies 
for operating, maintenance and mod- 
ernizing. “They are better markets 























tion or more. 
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this year because a recent survey of 
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You Can Sell 


BUILDINGS 


The larger buildings are big markets 


easily reached by wholesalers’ salesmen 


125 cities shows an increase in oc- 
cupancy from 72.43 per cent in 1935 
to 81.78 per cent in 1938. 

Many office buildings are individ- 
ually managed. In large cities, how- 
ever, Management companies often 


So the 


are in charge of operation. 


selection and purchase of mainte- 
nance supplies and operating equip- 
ment for such buildings is under 
their control. Each building gen- 
erally has a chief engineer who may 
specify the type of product desired, 
but buying is done in a central office. 
Sometimes central stockrooms are 
maintained from which deliveries are 
made as needed to individual build- 
ings. 

The large individually operated 
buildings generally have a purchas- 
ing agent but in others the chief en- 
gineer is the man to see. ‘These 
buildings usually maintain a con- 
siderable stock of the electrical prod- 
ucts which they use in largest vol- 
ume. They also can be sold reserves 
of equipment that may be needed in 
emergencies such as glass bowls for 
lighting equipment, large fuses, spe- 
cial flood-light lamps, lenses and re- 
flectors, and signaling transformers. 





MAINTENANCE DEPARTMENT 


ammeters 

batteries 

bells and buzzers 
blow torches 

cable 

circuit breakers 
commutator dressing 
conduit 

cords, flexible 
expansion shields 
fans 

fishing equipment, wire 
fittings 

fixtures 

flashlights 

floodlights 

fuse pullers 

fuses 

ground testers 
hacksaw blades 
incandescent lamps—all sizes 
insulating compound 
lamp changers 

lamp guards 

lamps, portable work 
lighting fixtures 
metering equipment 
motor controls 
motors and supplies 
neon sign materials 
outlet boxes 

panel boards 

plugs 

portable electric tools 
reflectors 

rods 

solder 

soldering compounds 
soldering irons 
soldering paste 





Principal Electrical Products For Office Buildings 


switches 
tape 
thermostats 
toggle bolts and screws 
tools, construction 
transformers 
valves, magnetic 
valves, motorized 
varnish 
voltmeters 
welders, electric 
wire (all sizes) 
wire connectors, solderless 
wire, fixture 
wire reels 
wires and cables, interior 
wiring devices: 
wall switches 
sockets 
receptacles 
pull and canopy switches 
attachment plugs 


CLEANING DEPARTMENT 
floor waxers 

floor sanders 

paint sprayers 

power scrubbers 

vacuum cleaners 


ELEVATOR MAINTENANCE 
buzzers 

cable 

cord 

glow lamps 

motor controls 

motors 

signal systems 


WATCHMEN'S SERVICE 
clocks 

alarms 

remote lock controls. 
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Cut Selling Costs— 


THE NEWA KEYNOTE 
ion selling by the wholesaler 


to solve his own problems was Plain talk by Charles Wilson focusses 

the keynote of the 30th annual con- 
vention of the National Electrical 
Wholesalers Association just held at 
Hot Springs, Va. Charles E. Wilson, Gm Gate 
executive vice president of the Gen- = 
eral Electric Company, who for years a 
headed supply and appliance distribu- “pis f 
tion for the G. E. system, struck this A. ve, 
keynote in the principal address of 
the main session. he 

Mr. Wilson’s frank and positive al ome 
statement focussed much of the dis- Le . 
cussion during the meeting and is 
abstracted on page 13. 

More than 350 wholesalers, manu- 
facturers and their wives were at the 
Homestead May 22nd to 26th. It 
was a hard working convention. The 
Executive Committee set the example. os : 
It held forth all day Sunday and Be r 






















































Discussions at the Hot Springs Convention 

















until early Monday morning. The * 
commodity committees assembled “ 
early Monday morning and several They spoke at the open meeting. From the right, Les When the voting for 
were in session far into the evening. Latham, chairman, E. B. Latham & Co., Charles E. Wil- chairman was over, 
The usual conferences with manefac- son, executive vice president, General Electric, Herbert J. G. Johannesen, G. 
Metz, sales promotion manager, Graybar, and Dana T. E. Supply, Bridgeport, 
turers were held Monday afternoon Ackerly, counsel for the association. was named winner. 
and evening and well attended. 
Many committees reported definite additional wholesalers in the United Adequate Wiring Plan _ Publicity 
progress. States eligible for membership under | Committee reviewed the progress of 
At the opening session for mem- NEWA standards. the campaign and pointed out that 
bers and guests on Tuesday after- Also at the opening session Dana much of the success of the plan de- 
noon, L. E. Latham, Chairman of the TT. Ackerly, counsel for the Associa- pends on wholesalers. 
Executive Committee reviewed the tion, combined humor and sage legal The meeting on Wednesday morn- 
first thirty years of the Association’s advice in his report to the member- ing was devoted to the presentation 
activities. The membership, he re- ship on the present status of business of Commodity Committee reports 
ported, now stands at an all-time in its relation to government. Her- and to discussions by members. That 


high of 487 and there are but 60 bert Metz, Chairman of the National evening members and guests were en- 


(Left) A. C. Prange, G. E. Supply, 
Bridgeport, pulls up to attention. 





(Center) M. C. Carroll, Chase Shaw- 
} mut, watches the heavy dew come 
down. Certainly not rain. 





(Right) H. P. Andrae, Wesco, Mil- 
waukee, was one of the old timers 
on hand for the meeting. 





(Left) From Buffalo came R. D. Glennie, 
General Electric Supply 


(Right) F. F. Skeel, Crouse-Hinds, 
watches the tennis pro return one. 


tertained in the Homestead Casino 
by a group from Radio Station W.R. 
V.A. of Richmond, Va. At this time 
the presentation of awards for ladies 
contests were made as follows: Put- 
ting contest—Mrs. E. K. Moore. 
Bridge prizes (12 tables)—Mrs. H. 
W. Allen, Mrs. J. H. Collier, Mrs. 
Charles Franck, Mrs. M. H. Jankel- 
son, Mrs. F. G. Kraut, Mrs. L. E. 
Latham, Mrs. R. S. McDonald, 
Mrs. E. K. Moore, Mrs. M. W. 
Nichols, Mrs. H. D. Roberts, Mrs. 
S. Rosenthal and Mrs. H. H. Tully. 


Golf Winners 


trical Inspectors, reported on the co- 
operation possible between members 
of NEWA and the inspectors’ organ- 
ization. The Secretary of NEWA, 
A. Byers, was authorized to become 
an associate member of the Eastern 
chapter of I.A.E.I. Much has been 
accomplished, in some sections of the 
country, to clarify and overcome the 
confusion caused by the lack of uni- 
form interpretations of the code by 
local inspection authorities. 

At the organization session of the 
Executive Committee, John G. Jo- 
hannesen, Vice-President of General 
Electric Supply Corp., was elected 
Chairman for the ensuing year. D. L. 
Fife of the Fife Electric Supply Co., 
Detroit, was elected Vice-Chairman. 


Walter Williamson, Westinghous 
Electric Supply Co., Boston, was re 
elected chairman of the Atlantic Divi 
sion, and E. A. Hawkins, Grayba: 
Electric Co., Inc., Cleveland, was re 
elected chairman of the Centra! 
Division. The following were elected 
to the Executive Committee to tak 
the place of retiring members: Atlan 
tic Division—C. B. Peck, Charlesto: 
Electric Supply Co., Charleston, W 
™- & & Tower-Binford 
Electric and Manufacturing Co.., 
Richmond, Va. Central Division—] 
D. Farnham, Dakota Electric Supply 
Co., Fargo, N. D., T. C. Treadway, 
Treadway Electric Co., Little Rock. 

Chicago was seiected as the place 
for the fall meeting in October. 


Dunn, 


E. Donald Tolles, NEWA, has a time A couple of New Yorkers, H. B. Tomp. 
with A. R. Johnson, Cutler-Hammer, and kins, Wesco, and Les Latham, E. 3. 
R. C. Graves, Trumbull. Latham & Co., step into the sunshine, 


As usual there were great doings on 
the golf links. 
Manufacturers—Low gross (73) E. 
W. Rodormer, Reliable Electric Co., 
Chicago. Blind bogeys: Ist, H. L. 
Everest, Arrow-Hart & Hegeman 
Electric Co., Hartford; 2nd, A. M. 
Andrews, Packard Roto Shaver, New 
York; 3rd, J. H. Collier, Steelduct 
Co., Youngstown; 4th, W. G. Saw- 
yer; 5th, H. H. Benfield. Whole- 
salers—Low gross (81), S. Rosen- 
thal, Hyland Electrical Supply Co., 
Chicago. This gives Sam permanent 
possession of the Curtis Trophy. 
Blind bogeys: Ist, W. L. Perry, Per- 
ry-Mann Electric Co., Columbia, 
S. C.; 2nd, A. H. Kahn, General 
Electric Supply Corp., Chicago; 3rd, 
P. Front, The Front Co., Wheeling; 
4th, R. S. McDonald, McDonald 
Electric Co., Miami; 5th, J. L. Bus- 
sey, G.E. Supply, Bridgeport. 


Prize winners were: 


(Right, above) S. S. Front, The Front 
Co., Wheeling, and his big cigar. 


(Center, above) It was a fine time 
for Mr. and Mrs. Felix Van Cleef, 
The Thursday morning session for Van Cleef Bros. 
members was devoted to the reports 
of the Atlantic and Central Divisions, 
to the annual reports of the Finance 
Committee, the Treasurer and the 
National Councillor. H. C. Calahan, 
Chairman of the committee on the 
International Elec- 


(Left above) About to take a jaunt 
were Mr. and Mrs. T. C. Treadway, 
Treadway Elec., Little Rock. 


(Right) J]. S. Messor, Economy Fuse, 
with his pipe, gets a bang out of 


tae ¢ his boss, A. L. Eustice. 
Association of 
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"omp- 
E. B. 


shine. 








Distribution—Old or New? 


Digest of the frank talk by Charles E. Wilson, 


executive vice-president, General Electric Co. 


HENEVER wholesalers and man- 
Wan get together the 
former renew the same old hope for 
more margin. The latter persistently 
pursue the hope of a more effective 
marketing effort out of less and less 
spread between production costs and 
the price the ultimate consumer has 
to pay. 

The manufacturer recognizes the 
need for low production costs and 
has taken steps to bring them about. 

A manufacturer’s sympathies may 
lie on the side of the traditional dis- 
tribution methods, but he may also 
feel that his salvation lies either in 
the adoption of newer distribution 
methods involving direct sales to 
chain, mail order, department, co- 
operative stores and the like, or in in- 
ducing the traditional method to 
make changes so that it will be 
equally efficient and economical. His 
preference is quite naturally for the 
latter course. But the traditional 
method too often places the manufac- 
turer and wholesaler in the opposing 
positions of seller and buyer. The so- 
lution may lie in both manufacturer 
and wholesaler concentrating all sell- 
ing effort on the ultimate consumer, 
working together to get the cost of 
selling to wholesalers out of the cost 
of distributing to the consumer. To- 
gether, manufacturer and wholesaler 
can make this system work. 

Careful 
wholesaling costs show that there are 


analysis of _ electrical 





Fred Eiseman, Revere Elec- 
tric, Chicago, gets to the rail. 


A a 
A ? ’ 





points where savings can be made. 

Credits. Credit losses account for 
a considerable portion of the cost of 
doing business. In many instances, a 
desperate desire to get an order leads 
a wholesaler to put new people into 
an already over-crowded business. In 
addition to direct losses, a loose 
credit policy leads to a tie-up of a 
wholesaler’s working capital so that 
his purchases and ability to serve are 
restricted. Collection effort and ex- 
pense distracts the wholesaler from 
the business of selling and adds still 
further to losses. Beyond these losses 
due to loose credit control, whole- 
salers lose the confidence of the con- 
tractors and dealers who provide the 
bulk of their volume being adversely 
affected by the uneconomic competi- 
tion created for them when unwise 
credits are extended. 


Warehousing expense. The whole- 


the idea that similar simplification 
is in their self interest. Consequently 
the cost or wboieccence plays no 
major part in his operating expense. 

But the costliness of inadequate 
stocks, expressed in terms of lost good 
will, the multiplication of clerical 
routine, excessive telephone and tele- 
graph expense between wholesaler 
and supplier, the customer and whole- 
saler, and the unnecessary transporta- 
tion charges involved, must be famil- 
iar to all of us. There is also the 
warehouse expense incident to specu- 
lation as well as the penalty of excess 
stocks on given lines involving capi- 
tal lock-up, restriction of service and 
consequent loss of orders on other 
lines. 

Selling expense. ‘Through the con- 
fidence lost because of inadequate 
stocks and the excessive extension of 
credit, wholesalers’ salesmen have 
been repeatedly obliged to waste time 
and money in re-selling accounts 
whose respect they formerly held. 
Selling outside a logical trading area 
is another expensive practice and in- 
duces conflicts between one whole- 





(Left) Something kept L. R. Quinn, 
Enameled Metal, plenty interested. 


(Center) A. E. Tregenza, Jefferson Elec. 
and J. H. Fall, Ill, ready to tee off. 


(Right) V. R. Despard, Pass & Seymour, 
and A. J]. McGivern, CEWA, do an 
eyes front. 


saler knows that substantial volume, 
by line and by item, and a high turn- 
over rate in each, is essential if he is 
to meet the trend toward low distri- 
bution costs and still retain a reason- 
able profit. Therefore, he is inter- 
ested in the simplification of his 
stocks. He confines himself to non- 
competing product lines. Within 
those lines, he confines himself to the 
minimum number of models, styles, 
sizes, reasonably required to meet 
market needs. He sells his trade on 





(Below, right) And behind that great 
big pipe is Walter Bieringer, Plymouth 
Rubber Company. 


(Below, left) West and East meet. 
M. H. Jankelson, Incandescent Supply. 
San Francisco, and Moe Blitzer. 
Lightolier, New York. 














































saler and another. Too many sales- 
men are seeking the same easy orders 
rather than selling through the few 
most deserving of their time. The 
ineffective selling, 
higher selling expense, and the loss of 


consequence is 


volume. 
The purpose of these remarks is to 


encourage electrical wholesalers to in- 
vestigate the probability that the dis- 
tribution savings which they, in their 
own individual operations can make, 
will 


wholesalers 


margin 
better 


provide both the net 


want and _ the 
marketing methods the manufacturer 


wants. 





Want More Definite Sales Policies 


Commodity Committees put it up to manufacturers. 


Wholesalers increase sales 


HE various commodity commit- 
fp pws reported progress in dealing 
with industry problems. The princi- 
with manufac- 
turers were: (1) The desirability of 
manufacturers 


pal points discussed 


formulating a 
(2) 
for increased compensation for han- 
dling on the part of the wholesaler. 
(3) The need for simpler price data 


more 


definite sales policy. The wish 


and simpler and more complete sales 
promotional material from manufac, 
turers. 

An outstanding report was that of 
the Apparatus and Control Commit- 
Karr Parker Elec- 


tee, Chairman. 





Mal Heron, Heron Elec’l. Sales, 

and Bill Goodrich, Goodrich 

Electric, under the old apple 
tree. Or was it a maple? 






















of apparatus and control. 
trical wholesalers were reported to 
have done over $50,000,000 worth of 
business in 1937 in motors and con- 
trol, 
and safety switches and panel boards. 
This was an increase of 22 
over 1936. 

A survey made by the committee 


showed that 68 per cent of the mem- 


switchboards and_ accessories 


per cent 


bers replying were increasing their 
business in apparatus and control, 25 
per cent were not increasing their 
business, although making an effort 
to do so, and 7 per cent were neither 
making an effort to build more busi- 
ness in this line ‘nor making more 





Art Anixter, Englewood Elec- 


tric, Chicago, and Len Mar- 
schall, Sola Electric, go seri- 
ous in their talk. 







(Left) Henry Heyburn, 
Belknap Hdwe., Louis- 
ville, and Bob Arnold, 
Silex, were probably 
talking coffee makers. 


(Right) A pair of Chica- 
goans—George Steiner, 
Steiner Elec. and Harry 
Roseth, Co-op Elec. 






























A. R. Warner, Youngstown Sheet & 

Tube, looks up trom his heavy chat 

with E. E. Hasselquist, Fox Electric, 
Elgin, Ill. And flash! 


sales of such products. It was pointed 
out that this was a particularly de- 
sirable field for 
many of the deliveries are made direct 


wholesalers since 
by manufacturers thus incurring no 
warehouse expense on the part of 
wholesalers, and the credit risk as- 
sumed by the wholesalers is small. 

To do a good job in selling appara- 
tus and control, the committee 
pointed out, a wholesaler should have 
a specialist in his sales organization. 
Manufacturers were reported as be- 
ing most anxious to sell through the 
wholesaler equipped to handle this 
type of business. 

The report of the Conduit Com- 
mittee indicated that the sales agency 
plan was operating successfully in 
most areas, and that 92 per cent of 
the members contacted on the ques- 
tion were cooperating to make it ef- 
fective, and desired its 
by the manufacturers. 

The Industrial and Commercial 
Committee 


continuance 


Lighting reported 


cessful negotiations with manufactur- 


suc- 


ers in having manufacturer catalogs 
divided into two parts in covering 
industrial reflectors. Group A will 
include a complete industrial line of 
standard Group B 
will cover non-standard items which 
will stocked by 
but available on ten-day shipment by 
thought that 
such a grouping will help to elimi- 


type reflectors. 


not be wholesalers, 


manufacturers. It is 


nate slow-moving type _ reflectors 
from wholesalers’ stocks and draw 
the attention of wholesalers’ sales- 


men to standard items. 


a 









EVERY 
CALL 


He Built a Washer Order 
Into a Pole Line Plus— 


Now He Skips Nobody 


By R. N. Chapman 


Wetmore-Savage Division 
Westinghouse Electric Supply Co. 
Boston, Mass. 


HE most valuable trick I have 

learned in my selling is that you 
never can tell what may come out of 
a call. So I never pass one up even 
though I may be pretty sure they 
“don’t want anything to-day.” 

I remember one day I dropped in 
on one of my large industrial ac- 
counts. The purchasing agent didn’t 
want much, but asked me to see the 
vice-president of the company. He 
wanted to buy a washing machine. It 
didn’t require much selling to con- 
vince him that the only way to buy 
this was through one of our washer 
dealers, so as to insure the regular 
guarantee and free service period. 
Then to make things sure for the 
dealer I had him sign the order. 

As I started to leave, he said, “Oh, 
be sure the motor is d.c. on that 
washer. It’s going out to my summer 
place on the lake and all we have is 
a home lighting plant.” 

I knew where the lake was—about 
twelve miles from town. I also knew 
there were several large summer es- 
tates near and around it. So I asked: 

“Won’t the local power company 
run a line to you folks out there?” 

“We have had it up with them,” 
said he, “but they will have to build 
seven miles of line to reach us. They 
want $15,000 to do it. It isn’t worth 
that much to us although we would 
like to have their service.” 





Russ Chapman—he grabs the ball. 


I had a pole line construction con- 
tractor on my calling list—a Scotch- 
man. He was and still is a cracker- 
jack at that sort of work. 

“How would you like a Scotch fig- 
ure on doing that job?” I asked the 
vice-president. 

“By all means!” he replied. 

The contractor and I lined up the 
job and after several conferences with 
the power company we got together 
a very favorable proposition. The 
company agreed to build and stand 
the cost of 34 miles of line to tie into 
the 34 miles of line we proposed to 


HE WANTED TO MAKE MORE MONEY! 





build. Since our 34 miles could be 
built all on private property, we 
showed the vice president and his 
friends that they should form their 
own private lighting club. Then their 
current could be metered at whole- 
sale, at the point where the power 
company current tied into our line. 

The results were very satisfactory 
for everybody. We got a $7500 order. 
The light company got some good 
business. Our customers were tickled 
to get the job done at half the orig- 
inal figure. 

The electrical equipment and in- 
terior wiring of the camps and houses 
was not overlooked either. 1 got one 
of my electrical contractor-dealers 
on the job early and we bagged 
everything—wiring, fixtures, ranges, 
pumps, refrigerators, radios, and 
many special devices such as thermo- 
statically controlled strip heaters in 
all the pump houses. These 500-watt 
heaters not only prevented the pumps 
from freezing but also kept the pump 
rooms free of moisture. Also, several 
of the private beaches were flood- 
lighted for night bathing. One 
man was even willing to spend the 
money for a_ thermostatically con- 
trolled 2000 watt built-in heater 
wired to a time switch, which kicked 
on at 6 A.M. so he could shave in 
comfort. 

By the time we got all the camps 
fixed up, my contractor-dealer and I 
had done a nice bunch of business. 
The whole job amounted to over 
$10,000. It was all started in motion 
by one lowly washing machine, which 
wasn’t really wholesale business any- 
how. But it proves you never can tell 
what may come out of a call. 

It pays to try them all. 





This Nimrod 
Wins $25.00! 


Meet this month's Nimrod! Old 
Man Nimrod was a mighty hunter 
before the Lord. The Good Book 
says so. Well, so is Chapman. 


Are you a Nimrod? 

lf so, write us a letter. It's a 
Contest! Write us 500 to 1000 
words—how you sold a hard one 
—how you nailed him with a new 
idea. 
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i -print. 








Send in your letter with a good 
snapshot of yourself. The best 
letter each month gets $25. We 
pay $5, too, for others that we 






































By 
Earl Whitehorne 









THIS EPIDEMIC 


A NEW and violent epidemic of an old and virulent disease is 
now raging among salesmen. They’re talking politics again! 
God knows how much it’s costing them. And the customers are 
getting nothing out of it but headache and delay. Yet, day after day, 
all over this broad land, this damn fool chatter is going on. 

In comes a salesman—bright smile—warm handclasp—eager to 
please and get some business. Then he, or the customer, says— 

“Well how do you find things?” 

And with that cursed question, all their disappointment, fear and 
indignation wells up. And they are off the job for a half hour. They 
paw the air and pound the desk, revile politicians and cite evidence— 
each to somebody who can’t do anything about it either. 

Finally they swing back to business. But it’s too late—too late for 
enthusiasm, for confidence, for eager planning. ‘The dark fog of dis- 
content still hems them in. 


ged [ don’t care whether any salesman loves King Franklin 
or hates Hitler. That’s a matter of his personal privilege. It 
doesn’t concern me—or any customer. But I do hate to see whole- 
salers’ salesmen stricken with this epidemic, right now. For barely 
one quarter of their working time is actually spent with men who can 
buy. Why should they waste it in this idle talk? 

The answer is easy. Don’t do it! When the customer asks what 
you think of business—throw up your hands and laugh. Then say— 

“Don’t ask me! All I know is that we’ve got 129,000,000 people in 
this country to be fed, clothed and housed. That’s a Hell of a lot of 
business. We both want more of it.”—-And you're off. 


HIS old world right now is rocking with excitement over im- 

pending evils—most of which will soon fade away. And it’s 
human nature to gabble about them. So in the evening—Go to it, 
Mr. Citizen! Have an opinion. Tear off their hides. I’m for it. 

But during business hours keep the conversation on the track. 
Mussolini—let him rave! Russia—what’s it to you? Spain? Japan? 
Lewis? WPA? You can’t do anything about it. And only selling 
brings home money to a salesman’s family. 





THE WHOLESALER’S SALESMAN — June 1938 


‘NHARLES “Mass.Gas” WEINREB 
C is an interesting example of a 
man who found out early that he 
could make money on his own and 
have a lot of fun doing it. He made 
his discovery while in grade school. 
Every day he hustled out on the 
streets, loaded down with papers. 
He sold them and kept at it through 
high school and laid away enough 
money to prove it can be done. 

Ready for work, he decided to 
look in on New York. He hit for 
the big town and took a job selling 
for an electrical jobber—the old 
Campbell Company. Charlie liked 
the business. But he was an indi- 
vidualist. He wanted to be on his 
own. He liked Boston’s narrow, 
winding streets better than New 
York's bright lights. He had learned 
something while selling papers that 
he wanted for himself. 

So after two years, he went back 
home. There were jobbers in Bos- 
ton, too, some of them big, but 
what of it? He found a little spot 
on Friend Street and nailed up 
his sign \nd he really chose a 
monicker— Massachusetts Gas and 
Electric Light Supply Company. 
But his customers called it ‘Mass.- 
Gas.’ Charlie handled all the jobs, 
but answering the phone and add- 
ing up figures. He hired a girl to 


do that. He was salesman, buyer, 


Charles Weinreb, Boston Wholesaler 
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counterman, credit manager, ware- 
houseman and boss—but it was all 
his own. 

“It was tough going,” says Wein- 
reb, “but a lot of fun. We worked 
long hours, made some money and 
saved it. A year later | rented an 
adjoining store and put on a couple 
of men. We continued to specialize 
on supplies and fixtures—selling 
them to contractors.” 

The next four years were good 
More space was needed. The boss 
took time off from this and _ that, 
to spot a warehouse down the street. 
The new location, with three floors 
and a basement, is still used as head 
quarters. 

Then along in ’25 the expansion 
bug hit Weinreb—just like a lot of 
other people. He opened at Water- 
town. The branch was profitable, 
so he put houses in Malden and 
Brockton. But when the depression 
came along it didn’t floor him. He 
closed no branches. He didn't re- 
trench. Instead, Weinreb and the 
boys dug in and sold a lot harder. 

A few years ago he saw where 
he could make some money on major 
appliances. But his sales force 
wasnt set up for that kind of sell- 
ing and he believes in specialization. 
So he organized the Appliance Dis- 


HE WANTED TO MAKE MORE MONEY! 





MEN YOU 
SHOULD KNOW 


WEINREB 


—an Individudlist 


Peddling papers taught 
him how fo sell and 


save. He kept right on 


tributing Corporation to handle the 
Crosley line. Today, fifteen men 
are on that pay roll. 

\sked to put his finger on what 
inmakes the wheels go around so well, 
Weinreb said, “Salesmen. They 
bring in the business. Walter Phil 
lips in Brockton, Jack Murphy at 
Malden, and Joe Needel at Water 
town, are my Managers. But they 
are managers because they are sales 
men. Other departments need good 
men to run them, too. And you 
will find them headed by men who 
have been with me a long time 
Cappola, Isaacs, Bray, Vaughn and 
Darling. They run their depart 
ments like a man runs his own busi- 
ness. And they’re sales minded.” 

And so, in this town of baked 
beans, tea parties, Cabots and Low 
ells, Mass.Gas has come along. The 
main reason is that Charles Weinreb 
has never forgotten that he is a 
salesman and that every salesman is 
really on his own. Moreover, he 
isn’t beyond doing small jobs. When 
he passes the sales counter and cus 
tomers are waiting, he peels off his 
coat and digs out the pipe, fittings 
or tape. He stays one of the boys. 
\nd probably there will be another 
Weinreb in the business soon. For 
his son, Efrem, spends his summers 
there on Friend Street and he likes 
the electrical business too. 



















































































Something othe 
than Just Plain) 


Even a wire and cable user once in a while wants something 
a little more than Code wire or triple braid weatherproof— 
something bred to special type. Then, for quick service and 
customer satisfaction, it’s up to you to know the right prod- 
uct, its pedigree and where to get it...all of which points 
to the desirability of a close acquaintance, now, with General 
Cable—the line that has everything. You'll be ready to quote if 
on all your customers’ requirements in wires and cables— 


without “I'll see who makes it” hesitation. 


There’s a General Cable Sales Office near you, which will be glad to provide complete product sales 
information for your use... Atlanta, Boston, Buffalo, Chicago, Cleveland, Dallas, Detroit, Los Angeles, 


New York, Philadelphia, Pittsburgh, Rome (N.Y.), St. Louis, San Francisco, Seattle, Washington (D.C.) 





SALES THROUGH ESTABLISHED WHOLESALERS, OUR POLICY; 
WHOLE-HEARTED COOPERATION WITH WHOLESALERS, OUR PRIDE 





THE LINE THAT HAS 
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/IWIRES AND CABLES 
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Jim Bennan, Jefferson Electric: Riley DeLano, Westinghouse A. J]. McGivern. Wholesalers Assn.; Walter Blue, Columbian 
Supply: and A. E. Tregenza, Jefferson Electric, watch Van Electric; Fred Eiseman, Revere Electric, and William Stacey, 
Marker blast one far down the fairway. Bryant Electric—a stern front—face the camera. 


Nidwestenrs 


AT FRENCH LICK 


RENCH Lick burst forth with a whole flock of 
wholesalers and manufacturers not many weeks 
ago. They were attending the annual meeting 


ot the Missouri Valley and Lake Michigan Clubs 


J. J. Scherer, Chief Electrical Inspector of Two determined gentlemen, H. Coward, Steel & Tubes and Harry 
Indiana, gave the boys the cold dope on rural elec Bussmann, Bussmann Manufacturing. approach the desk and 


trification. Philip D. Reed, assistant to the presi don’t mean maybe. 
dent of General Electric, talked on the business out 

look and C. E. Johnson of Curtis Lighting, 

the commercial lighting story. When not in sessions, 
these lads of the broad valley, hit for the 


golf course, 
Brown's, or reached for one of those long handl 


lanadaied 


dippers and a taste of the famed Pluto water 


ae 


W. J]. Manby., South Bend Electric and Joe Strecher of Hotpoint 
Chicago, talking politics or prices or what about it—or why so 
serious—on both sides? 


(Left) J. J. McCaffery, The McCaffery (Center) George Butler, manufacturers’ 
Co., South Bend, puts the evil eye on an agent, must have been at Brown's 
opposing putt. before or after. 


(Corner) Walter Kiefer, Kiefer Electric, (Below) Decked in one of Mussolini's 
broadcasts a bit of contagious Peoria black shirts, Len Marschall, Sola Elec- 
optimism—and why not? tric, is set to battle the hazards. 








6, De 


7. 
spped! 


LECT THE SUCCESS oF ITS pRODUCTS 


CAN ONLY REF 





The National Adequate Wiring Pro- 
gram offers you an opportunity to pat- 
ticipate in a national movement which 
will benefit both the Public and the 
Electrical Industry—every trade group, 
every company and every individual 
in it. In every sense of the word, 
‘Adequate Wiring Serves and Saves.” 












Besides fine appearance, | Anaconda i 
this cable is a profitable one for you Service Entrance 4 ais 
to recommend for these 5 reasons: Cable f 


1 The outer cévering consists of a specially 
designed combination of self-vulcanizing 
upes and a heavy cotton braid with URC sat- 
uant and finish. 

- 2) The self-vulcanizing tapes actually bond 
r to the braid, thereby closing the door to 
{ moisture. 
& 






























TYPE SE 


Also available in SD (Service 
Drop); ASE (Armored Service En- 
trance); and USE (Underground 
Service Entrance) covering the re- 
quirements of any installation. 
Write for samples today. 


The URC saturation and finish definitely 
assure the ability of the braid to withstand 
severe weather conditions under a wide range 
Pig of temperatures. 
These cables may be painted after instal- 


lation without discoloration of the paint flexibility, ease in bending around corners, elim- 
or harm to cables. ination of rigid conduit, light weight, small diame- 
Dielectric characteristics indicate unusual ter, and simple fittings for these cables. It will pay 
performance. Although the cable rating you to investigate thoroughly the outstanding 
is limited to maximum of 150 volts AC to advantages which Anaconda Service Cable offers. 


38432A 


ground, tests indicate that the cable will with- 
stand approximately 28,000 volts between in- Read about them in 


sulated conductors. this free booklet 


N this modern, improved Anaconda Service ee eee ee 
essential facts about Anaconda Ser- 


Cable, you get the fine appearance that is so vice Cable, together with applica- 


essential in use between pole and weatherhead. tions, data on various types, and 
installation photos. For your conve- 


P ° ; nience, a handy coupon is printed 
struction of Anaconda Service Cable provides here which will facilitate your 


not only moisture protection and unusual di- requesting a copy of this booklet. 
electric strength...but ELEPHANT HIDE resis- — . 
tance to abuse as well! This product also provides TEAR OUT, FILL IN AND MAIL 
economy in installation. New installations and 


tebuilding of old have been simplified by the 


Here also are unusual wearing qualities. The con- 





———— 









ANACONDA WIRE & CABLE COMPANY 
25 BROADWAY, NEW YORK 


Please send Publication C-31 on Anaconda Service Cable. 








Name 





Address 





City 











This salesman found it doesn't 
pay to be too good a friend 


I ONCE had such a good customer 
that I lost him. 
while ago, and I don’t mind telling it 


It was a long 


now. 

One morning I waved a cheery 
greeting to the reception room girl 
as I passed her on my way to the 
boss’ office. Didn't need to be an- 
nounced. I knew him too well for 
that. I’d been walking in on him 
for a long time, and he liked it. 
But, this day, something went wrong. 
He looked up from his dictating 
without a trace of a smile. 

“Oh, hello, Conant. I didn’t 
know you wanted to see me. I’m 
busy right now. Try some other 
time. Yes. Uhphuh. All right.” 

Was my face red! Something had 
gone wrong. I learned outside that 
everybody in the establishment was 
running for cover that day. 

On my next trip the young lady at 
the reception desk stopped me. To 
my surprise she asked if I wanted 
to see Mr. Wells. 

“Well, 
not?” 

She sent my card in, mind you, just 


naturally, my dear; why 


as though I was a stranger around 
there. I waited with an indulgent 
smile for the assured summons, and 


it sounded exactly like this: 


24 











“Mr. Wells will be unable to see 
Mr. Conant to-day.” 

That was all. 
It struck me all of a heap. He could- 
n't do this to me. 
other he had. 

The sales manager said to me one 


Not another word. 


But, somehow or 


morning, “How is Wells coming 

Are we still getting all 
his business?” 

“Well, nearly all”, I said. “‘He’s 
been trying some other stuff just as 
a second source of supply.” 

“T thought you knew him so well 
there was no chance of that.”’ 

“Oh, well”, I said, “you know 
how it is. They all like to shop 
around once in a while.” 

But, if I was any judge of expres- 
sions, that didn’t satisfy the sales 
manager. I found later that it had- 
n't. I heard that he called on the 
customer himself. And the next 
thing I heard I was in on the carpet. 

“Conant”, said the sales manager, 
“I’m relieving you of the Wells ac- 


along now? 








count. I'd like to save your feelings 
by not telling you why, but you may 
be making the same mistake else- 
where, and I can’t afford that. 
“Go ahead”, I said, but not very 
brash. 
“You got to Wells too 


well; too well for your own good. 


know 


It led you into presuming upon his 
taking _ liberties. 
You were neglecting the usual re- 
straints which business courtesy puts 
upon us all. It took only some little 
incident to bring this to a head and 
all at once you were out. You 
simply don’t know him any more.” 

“Why—”, I began. But he stop- 
ped me with a raised hand. 

“No matter how well you think 
you know a business man”, he con- 
tinued, “don’t ever take advantage 
of it. Don’t be familiar. Remember 
that he is a business executive, wheth- 
er he’s president, chief engineer, or 
tenth assistant buyer. Let him un- 
bend as much as he likes, but make 
sure you are polite, dignified, and 

(Continued on page 55) 


acquaintance and 
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costs little, as it may be strapped to house 
without conduit. May be used with outdoor 
meter, or through foundation to entrance 


_ switch. Concentrically wound uninsulated . 


neutral conductor and closely wound steel 
tape discourage current diversion. 


CONCENTRIC DROP CABLE 
TYPE SD 


SERVICE ENTRANCE CABLE 
STYLE UBN 


differs from Style ABN, in that the steel 
_ tape is replaced by a heavier double- 
centric conductor has more wires giving a 
closer ‘coverage to make it diversion- 


———————OOO a 


UNDERGROUND SERVICE 


from pole to entrance cable on house. 
With single-hole entrance cap and rigid 
conduit, it is used from pole to meter. The 
closely wound concentric conductor makes 
it diversion-proof. Outer braid is finished 
with battleship grey paint. 


ENTRANCE CABLE 


for service to or between buildings. Sizes 
No. 12 and larger. Armortite (1), and 
Hazasheath (2), are non-metallic armored, 
and withstand alternate wet and dry con- 
ditions, acid or alkaline moisture, and ex- 
tremes of heat and cold. 
























I.E.S. LAMP CATALOG FEATURES 
TODAY’S OUTSTANDING LINE... 


BEAUTY fo help you sell 


Never before has there been such a smartly styled group of lamps as are included in 
the new MITCHELL 1938-9 line. Distributors catalog is artistically arranged in keeping 
with the lamp elegance—each lamp is illustrated in natural, true-to-life colored repro- 
ductions. 


COMPLETE LINE fo help you sell 


The new MITCHELL line of IES portable lamps is a diversified one—the catalog will 
show you a wide assortment of lamps that represent not only the height of smartness 
and beauty, but also the last word in snappy, popular-priced merchandise. You can 
go far in sales with this new line—and the attractive catalog will be a great aid. 
Send for your copy at once. 


QUALITY to help you sell 


The new MITCHELL catalog gives a quality impression on first sight—as you turn the 
pages before your customers, lamp quality and superior design and construction stand 
out. But more than the impressions thus gained are the lamps themselves ... . 
they are truly quality built. Sparkling new plated finishes make these lamps stand 
out above all others. 


IT'S FREE 





INVESTIGATE AT ONCE—SEND FOR YOUR CATALOG TODAY ... 


MITCHELL MFG. COMPANY 


1550 DAYTON STREET CHICAGO, ILL. 
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Murray M. Kamins of the D’Elia 
Electric Co., Bridgeport 


JOU would think the worst place 
to sell neckties would be on 
Fifth Avenue where everybody has 
one. It is the same in our business. 
You would think a man had no 
chance, for instance, to go to Hart- 
ford and introduce an electric range, 
that the local people did not know. 
Because Hartford is a range town. 
Hotpoint, Westinghouse and Univer- 
sal are household words there. 

But a lad named Murray Kamins 
of D’Elia Electric Co., Bridgeport, 
decided to do just that. He did not 
know much about electric cooking 


THE 


HEAT! 


Hartford knew electric cooking but not the 


Estate range. Kamins told them in a 60-day blast. 


And sold more ranges than all his competitors. 


and Hartford people didn’t know 
much about the Estate range. It 
looked like a chance for some smart 
selling. So he hopped to it and put 
on the heat. With two trailers, 
newspaper ads, spot radio announce- 
ments, and 60 days—all backed by 
$1,500—Murray Kamins told his 
story. The folks not only looked 
and listened; they bought. 
that two-month drive, Kamins sold 
more ranges than all his competitors 
put together. He caught ’em flat 
footed. 

That was in July and August of 
36. To raise the cash, he got $25 
from each of his 25 dealers. He put 
up $100 from his own pocket. Then 


HE WANTED TO MAKE MORE MONEY! 


During 
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the Hartford Electric Light Co. 
matched the total. And the drive 
was on. Besides buying radio time 
and newspaper space, the money was 
used to purchase electric tea kettles. 
‘These were given to some of the 
ladies who were in that “Well, | 
don’t know” stage. Kamins worked 
in the field with the retailers and 
held public demonstrations. When 
it was all over, he was in, and Hart- 
ford knew about Estate ranges. 

A lot of dealers were surprised. 
When D’Elia Electric took on the 
line in April of that year, Murray 
was covering Connecticut and west- 
ern Massachusetts. As Hartford was 
a stronghold of electric cookery, he 
decided to use the town as a spring- 


“Within 


board for the new line. 




















two months I had signed up 25 
dealers,” says Kamins. “It looked 
worked with the dealers’ 


salesmen and received fine coopera- 


easy. I 
tion from the utility. But something 
was wrong. The ranges didn’t move. 
Women thought the ranges were 
good looking, had attractive features, 
but hesitated because the name wasn’t 
And that decided me 
on the publicity campaign.” 

During the following 18 months, 


well known. 


his retailers moved 500 units at an 
average price of $150. Most of them 
were combinations of coal or oil with 
The folks up there still 
like these other fuels for warming 
the kitchens on the 
mornings. 

Kamins knows the appliance busi- 


electricity ; 


long winter 





He has been in it since 1916 
when he peddled house-to-house for 


ness. 


France-Premier. From there he went 
with Hoover, was a division manager 
for Eureka, and ran a retail store in 
Hartford. He knows that demon- 
strations sell housewives, so twice a 
year he gets Miss Cecelia Bush, 
Estate home economist, up in the 
territory to do her stuff. She helps 
him train retailers’ salesmen and tells 
the range story to housewives at 
public showings. 

Last fall he decided the retailers’ 
sales statfs needed some new blood. 
The dealer and power company 
hired and 
trained for two weeks by the utility 
and Kamins. 


agreed. Six men were 


During that period 
they received $20 a week, the money 


coming from a _ cooperative fund 
These range specialists were a good 
tonic to the other boys, and stepped 
up sales. 

Looking over the books this spring 
Kamins saw that a few dealers wer 
getting 90 per cent of the volume 
The rest 
sales, not 


making occasional 
enough to warrant the 


time and money he 


were 


spent. So he 
dropped all but six of them. Of 
these, one sells Estate exclusively, the 


others handle several lines. They 
have signed contracts guaranteeing 


him 300 units during the year and 
to date are well their 
Murray is 
stepping out into the rest of his ter- 
ritory, carrying the gospel and sell 


ahead of 


schedules. Meanwhile 


ing his other lines. 





THEY 
SET ‘EM 
UP! 


“ha? boys! I'm not interested 
4 in clocks,” said the jeweler. 
“Don’t waste my time, please. No, 
no... not now ; 

But before the poor guy could get 
in that final “no,” the phone rang. 
The salesmen, Fred Reck and Arlie 
Snyder, of the American Electric 
Co., Kansas City, jerked open their 
work. 
When the victim returned 12 care- 
fully selected clocks 
tively displayed on the counter. 


sample cases and went to 


were attrac- 

The jeweler glared at the sales- 
men, ready to call a cop. He was 
Then he glanced down at the 

He looked again and studied 
it a couple of 
asked the prices. 


mad. 

display. 
Then he 
Presently he moved 


minutes. 


two clocks aside. 
“Send me one of each of these 


without a 


said, 
beautiful 


ten numbers,” he 


smile. “It’s merchandise 


28 


Ten days bring 25 new clock accounts. 


Setting up the right samples did it 





Fred E. Reck and Arlie Snyder, American 
Electric Co., Kansas City 





Come back 
1 think they'll move.” 
And so the boys walked out with 


and the price is right. 


soon. 


an order, and had booked a new ac 
count. It was one of 25 new ones 
landed during a drive on Telechron 
clocks. 

Fred and Arlie are not appliance 
specialists. “They sell the whole line, 
everything from tape to toasters. But 
the drive was on and they decided 
to spend a couple of weeks pushing 
Telechrons. In a word, they sold 
300 clocks, most of them to electrical 
dealers and jewelers. 

Sure, they carried samples. 

But the point is, they 
correctly. 


used them 
concentrated on 
It was a simple trick. 

When they stepped into a store, 
they sized up the buyer and the kind 
of merchandise on the counters. Then 
out came the right samples. 


They 
pre-selecting. 
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V. H. Neef of Chicago Flexible Shaft, 
hog-ties an on-looker and does an opera- 
tion on his escaping beard. 


Union card or not, John E. Lowatt of Gen- 
eral Shaver Corp., also can’t pass a 
chance to destroy some whiskers 


(Below) J. L. Simmers of Toastmaster, 

shows a friendly competitor, Ralph 

Ormerod of Samson-United, a few of the 
inner secrets. 


PHILADELPHIA 
PARADES 





C. K. West, of General Electric, president 


of the association, takes over the micro- 


Phone to officially start the show. 


And here, Jerry Maclilhenny, right, bags 
a couple of prospects and turns on the 
story of the Coppes Water Flex Washer. 


In their booth, right, ready with the big 
glad hand were Stan Eaton and Bill 
Greenberg of Rumsey Electric. 


Either the scenery’s tricky, right, or that's 
a halo. Frank Elliott, Jr., of Elliott-Lewis 
Electric, lines up with two fellow sales- 
men—L. B. Chapman and J. S. Dagney. 


HILADELPHIA has just staged an 
Pp other gala show. ‘The Electrical 
Association did it—the regular spring 
show. Some 125,000 Philadelphians 
slid quarters into the cashier's window 
to see the electrical parade at Con 
vention Hall. One of the highlights 
was a get-together on the evening oi 
the 19th when 900 dealers and thei: 
wives dined in style and heard talks 
by C. Kk. West, George Whitwell and 

George W. Allison. 











Kansas City 
Range Campaign 
Bt. 


the 


Power & Light Co. 1s 
to help dealers put 
And probably the 


biggest inducement is a trip to Mexico 


he 
going all 


way 
over electric cot Ikery : 


tor the salesman who sells 50 ranges. 
li he hits 75 he can take his wife. 
mother or chickadee along. The utility 
is providing all the advertising med 


ums—radio, car cards, newspapers, 
posters and displays. They are also 
offering demonstrators and closers to 


help dealers sell ranges. Salesmen get 


in added bonus of five dollars for each 
sale, 

Air Conditioning— 

‘Tis or ‘Taint 

The term “air conditioning’ has 

been used too loosely. So the Ameri- 


an Society of Heating and Ventilating 
Engineers has done something about 
it. 


They stipulate that in winter, when 

is 30 degrees outside, conditioned 
air inside should be 70 degrees, with 
35 per cent relative humidity. Dur 
ng the summer, with 80 degrees out- 
side, the inside temperature should be 
71 degrees. When the thermometer 
reads 105 outside, the conditioning sys- 
tem should hold the inside temperature 
at 75.5 degrees. 


Outside air should rate 
of not less than 10 cubic feet per hour, 


enter at a 


WITH THE APPLIANCE PEOPLE 








feet in premises where smoking is per- 


mitted. Air velocities are limited to 
not more than 50 linear feet per min- 
ute. 


Philco Teaches 
Service Men 


Philco, in cuoperati m with the Na- 
tional institute, is offering ser- 
vice special course on radio 
An audio signai 
with the price 


Radio 
men a 
theory and practice. 
generator is included 
of a course. 
Buffalo Holds 
Range Show 


big range 
Thirteen distribu- 
cooperated with the Electrical 
League of the Niagara Frontier in 
showing their products to 38,732 visi- 


Buffalo another 


showing 


pulled 
recently. 


tors 


tors. More than 100 ranges were sold 
during the week and several hundred 
good prospects lined up. 


Retail Salesmen 
Organize in Milwaukee 


With the idea of enforcing better 
practices by dealers and distributors so 
that may be increased, 
some 225 retail appliance salesmen have 
formed a union in Milwaukee as a 
branch of Household Furniture 
134A. The union hopes to accomplish 


commissions 


Local 


per occupant, or not less than 15 cubic what the Wisconsin Radio, Refrigera- 
.., INSPECTION - 
TUNNEL of LIGHT’ 


There is 


no substitute for 

















THE MILLIONTH BOX rolled off the Westinghuose lines a few weeks ago and 
some of the Big Boys get together to watch the first of the second million get 
started in good shape. They are: Guy Smith, cabinet engineer; C. L. Van Derau, 


manager of manufacturing: Ralph Bisbee, chief inspector: P. Y. Danley, 
conditioning and refrigeration manager; 


air 
R. C. Cosgrove, head of refrigerator 


sales; A. E. Allen, vice voresident: P. J]. Backman, superintendent of range and 
refrigeration; R. E. Imnoff, merchandising sales manager, and ]. H. Ashbaugh, 
refrigeration engineering manager. 
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COMING ALONG. It wasn’t quite eleven 
years ago that Harold T. Hulett bid 
adieu to North Dakota University. He 
tucked his diploma under his arm and 
set out for Schenectady where he en- 
tered the General Electric test course. 
Since then he’s done a lot of hustling. 
It paid, for today he heads the com- 
pany’s commercial refrigeration de- 
partment, with offices at Cleveland. 


tion and Appliance Association has been 
unable to do in enforcing price main- 


tenance. Milwaukee dealers report that 


last winter 95 per cent of appliance 
sales were at cut prices. Salesmens’ 
earnings averaged $18 a week. 

Dealers employing unfair methods 
may find their salesmen pulled and 
stores picketed. Already, Milwaukee 


appliance stores are open only three 
nights a week instead of six. Salesmen 
get two weeks vacation, monthly com- 
mission reports and operate on a defi- 
nite trade-in The power of the 
union will be invoked against distribu- 
tors using unorthodox outlets, such as 
filling stations for the sale of refrigera- 
tors. A corps of shoppers is maintained 
and one dealer is said to have paid a 
fine of $200 rather than have his sales- 
men pulled and his store picketed. A 
large mail order house changed its mind 
abruptly and has agreed to keep its 
appliance department open only three 
nights a week. 


basis. 


Kelley-Mason 
In Cincinnati 


The Kelley-Mason Co. recently put 
out its welcome mat at 1121 Race St., 
Cincinnati. John S. Kelley, Jr. is 
president. He was formerly with the 
Tafel Refrigeration Co. Tom Mason, 
was with a Toledo distributor, is 
vice president. The firm is distribut- 
ing Westinghouse refrigerators and 
Maytag laundry equipment. 


who 
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24_In 


“Airspread” 
Ceiling Type 


E NTERING its 51st season—The Hunter 
Company is very proud of its unbroken record 
in the production of nothing but highest quality 
fans. 


There is great satisfaction in the feeling that 





Hunter users are buying the best. Those who 


prefer a temporary saving by the purchase of 


Ly 
24_In 
“Airspread” 


Adjustable economy of operation over long years. 
Pedestal Type HUNTER CENTURY maintains twenty 


warehouse siations and two hundred distribu- 


lower priced fans soon learn of their extrava- 
gance. 
The name HUNTER stands for superior 


technical design, attractive appearance, and 


Silencer Type 


efficient service. Ne, 


HUNTER FAN & VENTILATING CO., Ins. 


Factory: FULTON, NEW YORK 


General Sales Offices: Memphis, Sterick Building 
Eastern Sales Offices: New York, 92 Warren St. 
Western Sales Offices: St. Louis, 1804 Pine St. 


tors throughout the world to afford the most 








CHICAGO PITTSBURGH DETROIT 
BOSTON PHILADELPHIA CLEVELAND 
WASHINGTON NEW ORLEANS 
ATLANTA SALLAS LOS ANGELES 
SEATTLE SAN FRANCISCO SPOKANE 


I2.In to 30.In_ | 
Heavy Duty Exhaust Type 
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Wholesale Census 
Temporarily Postponed 


The Bureau of the Census has post- 
poned the mailing of forms to electrical 
wholesalers for reporting on sales and 
payrolls in the current survey of whole 
sale trade. According to latest plans, 
these forms will be mailed June 15th. 
Wholesalers will be asked to report on 
the four quarters of 1937 and the first 
two quarters of 1938. This will make 
the information collected of more cur 
rent value than under the original pro 


posal. 


G. E. Instructs On 
Air Conditioning 


Distributors’ air conditioning engi 
neers recently convened at the General 
Electric Air Conditioning Institute, 
Bloomfield, N. J., for a four-day train 
ing course. All of those attending were 
experienced in the field, but Director 
D. W. McLenegan pointed out that the 
course was to round out their training, 
thereby enabling them to meet increas 
ingly complex conditioning problems. 
Later on, the Institute plans a series ot 
courses for those just entering air con 
ditioning. 


Sound Tour 


For RCA 


A special pullman car, crammed iull 
of sound and reproducing systems, took 


to the rails recently. It is telling 
the sound story for the RCA Manu 
facturing Company. By the time the 


swing is completed, W. L. Rothen- 
berger, manager of commercial sound 
sales, and two engineers, will have 
covered 7000 miles, visited 24 cities. 
At each stop, invited groups of dealers, 
architects, electrical contractors and 
school authorities will be conducted 
through the car. 


Kelvinator, Canada 
Tells Service Story 


The Kelvinator of Canada Co., Ltd., 
sponsored a five day service school at 
St. John, N. B., a few weeks ago. Dis- 
trict Manager L. C. Beach supervised 
and H. S. Parish did the instructing. 
The object was to familiarize the service 
men with the details of the various elec- 
trical appliances recently introduced by 
Kelvinator. 


Graybar, Frisco, 
Shows Leonard Line 


Cap Capelli, merchandise manager of 
Graybar’s San Francisco house, used 
a different idea for showing the Leon- 
ard line this year. Instead of one of 
those large, noisy meetings, he decided 
on a series of small gatherings through- 
out the territory. It worked out well. 
The first assembly took place at the 
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were 19 factory men, 15 engineers, thre¢ 
salesmen and three administrative em 
ployees. Each received a framed cer 
tificate and a cash honorarium. The 
Charles .\. Coffin Foundation, founded 
in 1922 to perpetuate the memory of 
the company’s founder, has made awards 
to 492 emplovees. 


Wesco In 
Terre Haute 


A new Westinghouse Supply branch 
has opened at 234 S. Third St., Terre 
Haute, Ind. Harry Knight is service 
manager. 


School For 
Hygrade Bigwigs 





frank J. Healy, general manufactur- 


BACK TO grandma’s day goes Jean ing manager ot the Hygrade Lamp 
Blaine to see how her ancestors did Division of the Hygrade Sylvania 
it. That old rocker type Judd will still Corp., has introduced a plan whereby 
do a job even though it makes more lepartment heads learn about one an 
noise and shakes the shimmy more other’s problems. Elis thought is that 
enthusiastically. Jean's bread winner ereater ooperation between depart 


c 
1] 
il 


is Bob Blaine, who is promoting Hot- 
point’s all electric kitchen. 


ments will be realized. Each depart 


ment is visited, with the executive in 

charge, outlining his work. The course 
tnclud a cl ; 

uso mciudes VISITS i) pla ts oO} sup 

Hotel Californian, Fresno, for two days. pliers 


An average of 30 dealers attended each 


Ne “ame ; 
lay Next came a two-day stand at . 
— : “g Sy nag Polaroid Gets 
Sacramento; and two days each tor tne 
= "aa ——s Chubb Patents 
san rrancisco ind the Oakland 
gatherings lhe Polaroid Corp. has acquired con 
trol of all patents relating to light polar 
Coffin Awards To zing material and the use of polarized 
oo eS Sustuadteies theadiitaie  eiiead 
40 G. E. Employees light in elim nating headlight glare 
tormerly held by Dr. L. W. Chubb and 
lhe highest tribute General Electric his associates in Polarized Lights, Inc. 
estows on employees is the Coffin Dr. Chubb, who has been working to 
\ward, based on outstanding contribu eliminate headlight glare for many 
tions to the electrical industry. Forty years, is director of research of the 


employees were recently honored. They Westinghouse Electric & Mfg. Co. 


I 


€EVERHOT Clete OOHING CHESTS 





17-9-1. WHAT? Well, 17 of the Swartzbaugh folks flash full smiles or partial 
ones. What George Beaudoux is doing, remains a mystery. Front row: Norma 
Mitchell, Don Rose, T. J. Riley, J]. B. Swartzbaugh, C. E. Swartzbaugh, T. B. 
Swartzbaugh, D. J. Kaufmann, and F. P. McMorrow. Center row: Stanley H. Jack. 
Martin Moon, J. E. Muniot, Jr., J. ]. Moore, L. J. Walseth, W. K. Fitzpatrick, J. W. 
McCarthy, C. Betts, and Steve McKenzie. Back row: E. Polk, C. Miliken, C. J. 
Kauffman, George Beaudoux, John L. Hart, John Babb, T. Calhoun, W. Schnir- 
ring, D. E. Barnes and W. E. Gibson. 
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WAFFLE IRON 





FEATURES . . . Wide tray base and 
batter-overflow rim. Finished in chrome 
with ebony-finish Textolite lifting handles. 
Heat indicator shows when batter is to 
be poured. Grids are of die-cast alumi- 
num. Expanding hinge assures proper 
browning. Marring prevented by fibre 
feet. DETAILS . . . Furnished with six- 
foot cord and molded rubber plug. 
Rated at 660 watts, 115 volts. Lists at 
$5.95. Called ‘Westport’. MADE BY 
. . - General Electric Co., Bridgeport, 
Conn. 





COPPER SPOTLIGHTS 





FEATURES . . . Solid 22 K copper case 
is catalogued as No. 2828. Chrome 
spotlight No. 2820. Three-position safety 
lock prevents accidental discharge. 
Shock absorber protects bulb in case of 
dropping. “Candle light" features in- 
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PRODUCTS 
¥@ SEhE« « « 


ee ee 


corporated. DETAILS Equipped 
with 180 degree folding ring hanger. 
Both list at 85 cents with batteries. 
MADE BY ... Bond Electric Corp., New 


Haven, Conn. 


OSCILLATING FAN 








FEATURES . . . Patented guard—stream- 
lined base. Switch in base. Adjustable 
—tips up or down. Can be mounted 
on wall. DETAILS . . . Chrome plated 
blades, body and base finished in black 
and guard of aluminum. Four pole in- 
duction type motor. Graphite bronze 
bearings. Furnished with rubber covered 
cord. Delivers 500 cubic feet of air 
per minute. Motor operates on 110-120, 
60 cycle, a.c. current. Number 932 
iluustrated is 10-inch oscillating type. 
MADE BY ... Dominion Electrical Mfg. 
Inc., 22 Elm St., Mansfield, Ohio. 





HEDGE TRIMMER 





FEATURES . . . Reciprocal-radial action 
of blades. DETAILS . . . Weighs 3% 
pounds. Cutting width is nine inches; 
entire length is 18!/2 inches. Lists at 
$24.50. MADE BY .. . Dumore Co., 


Racine, Wis. 


“would you 7 
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COOKING CHEST 





FEATURES . . . Available in two body 
finishes—white and autumn rust with 
matched-color porcelain enamel cooking 
utensils. DETAILS Hi-reflector 
hinged cover. Holds 20-pound turkey. 
Bakelite handles on cover and body. 
Tubular chrome stand. Consumes 1320 
watts. Broiler consumes 1500 watts and 
is easily removed for cleaning. MADE 
BY .. . The Swartzbaugh Manufacturing 
Co., Toledo, Ohio. 


DOUBLE BURNER STOVE 





FEATURES . . . Equipped with two three- 
heat switches reading high, low, medium 
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Easily moved about, 
and adjusted to the 
desired height for 
the room—adjustable 
from 4 ft. 6 in. to 
7 ft. 6 in. from floor 


type polished = alu- 
minum fan blades 


air displacement 


duction motor, non- 
radio interfering. 
This is Signal P-1250- 


$33.75. Prepare now 
for calls for this 
new fan. Complete 
details upon request. 


Signal 16 inch 
Oscillating 
Adjustable 
Floor Model 
Pedestal Fan 


center of fan 
16 inch quiet 


‘ Rotary type 
switch, 3 speeds... 


1650 r.p.m. .. . In- 


fan, list price 


SIGNAL ELECTRIC MFG. CO. 
Menominee, Michigan 
Offices in all principal cities 


OEARTATL 


oi teh 














QUESTION 


You'll find the 


to thousands of questions 


answer 


about electrical products 


in 

















and off. DETAILS 
elements. 750 watts on each burner. 
Black frosted body and chrome plated 
legs. Dimensions—I8!/2” long, 834” 
wide, 4!/2” high. Number 2B6X iilus- 
trated. MADE BY Stern-Brown, 
42-24 Orchard St., Long Island City, 
N. Y. 


. . « Cast covered 





DESK FAN 





FEATURES . .. Ten-inch oscillating desk 
fan with rubber blades. Can be con- 
verted for wall use by turn of a knob. 
DETAILS . . . Cushioned nose-piece pre- 
vents damage to fan if accidentally 
dropped. Safety clutch safeguards 
mechanism if oscillation is interfered 
with. Oscillates over 90-degree arc. 
Type 711 for a.c. current, lists at $11.95. 
Type 7II-l for d.c. current lists at 
$14.95. MADE BY .. . Samson-United 
Corp., Rochester, N. Y. 





LIGHTING KIT 





FEmIURES ..» 


sections not served by power lines. 


To provide lighting in 


DETAILS . . . Consists of heavy duty 
battery, complete wiring, six electric 
lights, two wall outlets, table lamp and 
6-volt Wincharger. Radio can also be 
used with outfit. MADE BY .. . Win- 
charger Corp., Sioux City, lowa. 








FAN-FILTER 





FEATURES ... Combined fan and air 
filter. Entirely portable and can be used 
with any sliding sash window. DETAILS 
. . . Air flow regulator provides for in- 
troduction of air in volume required. 
Maximum capacity is 250 cubic feet per 
minute. Fresh air can be deflected in 
any direction. Motor floated and does 
not cause radio interference. Cabinet 
of steel finished in natural wood grain. 
Consumes 40 watts. Furnished with win- 
dow seals and rubber covered cord and 
plug. MADE BY ... ILG Ventilating 
Co., 2850 N. Crawford Ave., Chicago. 


NON-OSCILLATING FAN 





FEATURES . . . Twelve-inch fan. DE- 
TAILS . . . Equipped with two-speed 
toggle switch in base. Adjustable for 


Finished in 
semi-gloss black lacquer with nickeled 
fittings. Lists at $13.45. MADE BY 
: . The Emerson Electric Mfg. Co., 
St. Louis, Mo. 


wall bracket mounting. 


PEDESTAL FAN 





FEATURES .. . 16” oscil- 
lating pedestal fan. Ad- 
justable for non-oscillat- 
ing operation. DETAILS 
. . . Adjustable in height 
from 4!/2 to Tif, ft. 
Blades are polished alumi- 
num. Equipped with ro- 
tary type switch, 3 
speeds, placed in box at 
top of pedestal. Powered 
by 4-hole non-radio-inter- 
fering motor operating 
on 110-120 volts, a.c. 
1650 r.p.m. Lists at 
$33.75. MADE BY . 

Signal Electric Mfg. Co., 


Menominee, Mich. 
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TAPE HOLDER 





heat-treating furnaces. DETAILS . 
Consists of polished, metallic mirror 
located in chamber, so can be seen 
through sight glass. Gas to be tested is 
passed through chamber. A spot of dew 
appears when dew-point temperature of 
gas is reached. Light-gauge thermo- 
couple and balancing circuit, with direct- 
reading meter, allow accurate reading. 
MADE BY .. . General Electric Co., 
Schenectady, N. Y. 


——— EXPLOSION-PROOF FITTINGS 





FEATURES . . . Holder clips to wireman's 
belt. DETAILS ... Tape easily rolled off. 
No waste. Made of steel. Light in 
weight. Fits standard rolls of friction 
and rubber tape. Catalogued as No. 8. 
Packed 5 in carton; 25 in standard pack- 
age. MADE BY ... The M. B. Austin 
Co., 108 S. Desplaines St., Chicago. 





POTENTIOMETER 

















FEATURES . . . For use in gasoline 
pumps and other hazardous locations. 
GRD type (illustrated) is universal, 
drilled and tapped for threaded internal 
hubs ranging in size from '/2” to 2”, or 
may be furnished with union hubs of the 
same sizes. DETAILS . . . Screw cover. 
Made of malleable iron, cadmium plated 
for rust protection. Covers of brass. 
May be used as conjunction box. MADE 
BY ... Killark Electric Mfg. Co., St. 


Louis. 


















































SOLDERING TOOL 


—s 


FEATURES . . . For use in fine work 
where small tip and slender heater are 








FEATURES .. . For use in determining 
moisture content of atmosphere in metal 
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required. DETAILS . . . Tool is the 
plug-in type with a '/4” diameter copper 
tip. Weight less cord and plug is 5!/2”. 
MADE BY ... Vulcan Electric Co., Lynn, 
Mass. 


SCREW DRIVER 























FEATURES . . . Light in weight and com- 
pact. For use wherever assembly work 
is done with screws or nuts. DETAILS 
. . « Two types available. No. 02 has 
enclosed “on" and "off" switch. No. 
02H has an “automatic” pistol type 
handle with a double pole, trigger type 
switch. Both available in four driving 
speeds and equipped with patented ad- 
justable tension clutch, MADE BY... 
Stanley Electrical Tool Division, New 
Britain, Conn. 


TRIM SAW 










FEATURES .. . For the builder, shipper 


or general use where |3” is the maxi- 
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mum vertical cut required. DETAILS... 
Diameter of blade is 5-inches. Speed 
at no load is 4200 r.p.m.—with full load, 
2800 r.p.m. Overall length is 14-inches. 
Equipped with three-wire cable and plug. 
Third wire for grounding. Two-pole in- 
stant release switch. Furnished with ad- 
iustable saw table; detachable ripping 
fence; carrying case, lubricant and 


wrench. Universal motor. MADE BY ... 


The Van Dorn Tool Co., Towson, Md. 





SILVERED LAMP 








FEATURES . . . Side silvered and con- 
centrates light in a beam that makes an 
angle of 45 degrees with the horizontal. 
Reflecting surface, of real silver, is on 
the inside of the glass. DETAILS .. . 
Beam adjustable by spring contact base. 
Lamp can be burned in any position. 
Filament is double coil type and is 
locked in position by three all-metal sup- 
ports. Made in 25 and 40 watts. Avail- 
able in standard and color correction 
frostings. MADE BY ... The Birdseye 
Electric Co., 100 E. 42nd St., New York. 





GARAGE SPOT LIGHT 


FEATURES .. . For 
garages, repair 
shops, studios. Ad- 
justable to any posi- 
tion. Upper part of 
flexible tubing. DE- 
TAILS . . . Furnished 
with 20 ft. rubber 
covered cord. Pol- 
ished reflector 8!/2” 
in diameter. Key 
type socket. Maxi- 
mum height — 52”. 
Cast iron base with 
15!” spread. Six 
units in standard 
package. MADE BY 

Rodale Mfg. 
Co., Inc., Emaus, Pa. 








F~ 





DISC SANDER 





FEATURES ... For sanding and smooth- 
ing wood and metal. DETAILS .. . 
Streamlined design and well balanced. 
Amply powered for fast grinding and 
sanding and for use with wire wheel 
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brushes. Ventilated for cool running. 
Air filter protects commutator and mo- 
tor. Is 1534” long, weighs 10!/2 Ibs. 
Model N (illustrated) lists at $53.00. 
MADE BY ... Skilsaw, Inc., Chicago. 














FUSE TONGS 





©) 


FEATURES ... Insulated. For removing 
or inserting fuses; handling live wires or 
cables; reshaping bent clips. DETAILS 

. Made from pure horn fibre and 
tested at 35,000 volts. Will not warp. 
Fits any cartridge fuse. Laminated for 
additional strength. Four sizes available. 
MADE BY ... 1H. B. Sherman Manufac- 
turing Co., Battle Creek, Mich. 





MERCURY SWITCH 
FEATURES .. . Si- 


lent switch in which 
contact is made and 
broken by move- 
ment of mercury. 
DETAILS . . . Switch- 
ing element is com- 
posed of two metal 
disks sealed with 
glass, completely 
enclosing mercury 
make, and break, of 
switch. Casing of 
Textolite. Screw 
heads accommodate 
number 12 wire. 
Can be installed in 
standard switch box. 
Must be mounted 
vertically. MADE BY 
. » » General Electric Co., Construction 
Materials Div., Bridgeport, Conn. 





MOTOR STARTING SWITCH 





FEATURES . . 


. Manual, across-the-line 


type with thermal overload protection. 
DETAILS ... Black enamel pressed steel 
box with standard knockouts and hinged 
cover. Provision for locking, but lock 
not furnished. Start and stop-reset but- 





tons on cover. Overload protection 
manually reset by stop-reset button. 
Switch will not trip on normal. starting 
peaks but will stop motor if overload 
is prolonged. Double-break silver con- 
tacts. MADE BY . 
Electric Co., Mount Vernon, N. Y. 


. . Ward Leonard 





DOOR CHIMES 


f pal «=©6 FEATURES ... Play eight 
notes. Operate on alter- 
nating current on trans- 
former supplied with 
| | chime. DETAILS ... Use 
synchronous motor drive. 
| Sound volume adjustable. 

| | Ambassador model is 52” 
| long by 10” wide. Tubes 
| are I'/g” in diameter and 
| finished in satin gold. 

| Lists at $34.50 with trans- 














| 

| ) former. Ambassador De- 
| | luxe is 60” long by 10” 
wide. Tubes are I!/4” in 
diameter and of bur- 
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nished brass. Lists at 
$50.00 with transformer. 
MADE BY ... The A. E. Rittenhouse 


Co., Honeoye Falls, N. Y. 





CUTTING PLIER 


FEATURES .. . Designed for heavy duty 
wire cutting. DETAILS ... Drop forged 
of high grade, special analysis steel. 
Plier is heat treated throughout entire 
length. Long cutting edges carefully 
ground. Finished with polished head 
and blued handles. Seven-inches long 
overall. MADE BY ... Bonney Forge 
and Tool Works, Allentown, Pa. 


< 


RECTIFIER POWER UNIT 





FEATURES ... The number of rectifying 
junctions in use is adjusted in accord- 
ance with desired d.c, voltage. Unit is, 
in effect, a tapped d.c. transformer. 
DETAILS . . . By means of switch, both 
transformer secondary voltage and recti- 
fier conditions are changed to give op- 
timum conditions for each d.c. output 
voltage. Delivers 15 to 20 amperes for 
intermitent use, and has 7 voltage steps 
from I!/2 to 18. Small fan for cooling 
driven by an induction motor. MADE BY 
: . The B-L Electric Mfg. Co., St. 
Louis, Mo. 
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CRESCENT 

makes wire and 

cable alone—not a 
widely diversified line of 
kindred products. CRESCENT of- 

fers you the facilities of one self-con- 
tained unit, housing every department 
from executive offices to shipping room; 
performing every manufacturing operation 
in one plant. 


At CRESCENT your orders stay on the 
main line of production—not side-tracked 
from one plant to another. Your orders 
are under the watchful eyes of men who 
are vitally interested in seeing that your 
specifications are faithfully carried out and 
the orders delivered as you want them. The 


result—SUPERIOR CRESCENT SERVICE! 


CRESCENT 
INSULATED WIRE ip & CABLE CO. INC 
TRENTON, \ yy NEW JERSEY 










Jobber Co-Operation—A Permanent Policy 


CRESFLEX NON-METALLIC SHEATHED CABLE e SERVICE ENTRANCE CABLE @ MAGNET WIRE e BARE WIRE 


CRESCENT ENDURITE SUPER-AGING INSULATION 
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*HARRISBURG, PA.... 


*“NEW ORLEANS, LA. 


VARNISHED CAMBRIC e RUBBER POWER CABLES @ BUILDING WIRE @© RADIO 


ORDERS PLACED WITH 


C 





RESCENT 








SALES REPRESENTATIVES 
AND WAREHOUSE STOCKS 


ATLANTA, GA. 
BALTIMORE, MD. 
BOSTON, MASS.... 


*BUFFALO, N. Y. 


CHICAGO, ILL. 


*CINCINNATI, O. 


CLEVELAND, 0. 


*DALLAS, TEX.. 


DETROIT, MICH... 


INDIANAPOLIS, IND. 


*KANSAS CITY, MO. 


LOS ANGELES, CAL. 
MINNEAPOLIS, MINN 


NEW YORK, N. Y... 


*PHILADELPHIA, PA... 


PITTSBURGH, PA... 
ST. LOUIS, MO...... 
SAN FRANCISCO, CAL.. 


* Do not carry stock 


® WEATHER PROOF 


.W. F. H 


RH, 


.Edgar E. Dawes 


A-4 Rhodes Bidg. Annex 


. Electrical Sales 
.c. C. 


itt Cheapside 
Pierce 

241 Purchase St. 
Crescent Sales Co. 
294 Elm Street 


. Crescent Elec. Sales Co. 


624 W. Adams Street 


. The Henger-Fairfield Co. 


717 Sycamore Street 


. The Henger-Fairficid Co. 


1808 Columbus Road 


. Royal Smith 


912 Commerce St. 


.. Hemphill & Co. 


517 E. Woodbridge St. 
Co. 


.. Crescent Sales 


307 Kline Bidg. 
A. Lee Clifford 
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526 Law Building 
Henger-Seltzer Co. 
130 S. Hewitt St. 
Cupples Co. 
324 First St., No. 


. Paul Hogan, Jr. 


305 Levert Bidg. 


. Kearton & Nagle 
W. 25th St. 


E. R. Biyler 
The Bourse Bidg. 


. Crescent Sales 


298 Duquesne Way 
Leigh A. Doxsee Co. 
815 S&S lith Street 
Hodges & Glomb 
1264 Folsom St. 


WIR 
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_..Bué WIRE IS ONLY AS GOOD AS 
: 


ITS INSULATION 








MANUFACTURERS. OF ELECTRICAL 
WIRES AND CABLES ) 





1 LINEMEN’S BLE 










This NEW device 


PTO CeCCLS 


oth YOUR customer 


and YOU 


YOUR customer against 


danger, expense and annoyance 


The Fustat cannot be replaced with a penny or other substitute 
for the fuse — or with a size too large to protect. 
The user is protected against anyone unwittingly creating a fire 
or personal injury risk thru haphazard practices. 
But that’s not enough . . . A non-tamperable fuse that 
would blow on starting currents would be an impractical 
device — a terrible nuisance — so the Fustat .. . 


Wipes out any excuse for tampering 
because it stops needless blowing. 


Because of its long time-lag a Fustat won’t blow when motors 
start on washing machines, refrigerators or other appliances. 

An ordinary circuit can be loaded right up to capacity and yet 
protected with a 15 ampere Fustat. It gives SAFE protection with- 
out useless blows. 


Prevents hazardous burnout of flexible 

cords. . . in spite of long time-lag 
The Fustat contains a fuse. The ability of a fuse to protect 
against dangerous cord shorts, grounded sockets, etc. is well known. 


The quick action of the Fustat on such dangerous “household 
shorts” prevents spraying of molten metal, starting of fires, burn- 
ing of users, 





Fits present fuseholders 


Through the use of an inexpensive adapter, 
that locks in place, the Fustat fits in any standard 
Edison base fuseholder. 

On new jobs you can specify that panels, 
switches, etc. be equipped with Fustat bases. 





Retails at 7c 











YEERING CORP 


TRIC PRODU( 





It is just good business to sell, install and use Fustats 










YOU against loss of profit 


Since the Fustat cannot be replaced with a penny or other 
substitute for the fuse, or with a fuse of too large a size, it positively 
stops the user from dangerously overloading his circuits. 

If additional circuit capacity is needed the user cannot readily 
side-step the issue at the sacrifice of safety. Yet the Fustat. . 


Permits adding more appliances to present circuits. 


Because it doesn’t blow needlessly the Fustat permits loading 
up the circuit to capacity. This often means it is possible to close 
a sale that would be missed if the expense of a new circuit had to 
be stood by the user. 

Thus you can expand the use of present circuits with perfect 
safety — and without incurring needless blows. 


Abolishes needless “‘blown-fuse”’ service calls 

Calls made just to replace a fuse blown by a motor-starting 
current are wasteful and costly to everybody. 

The user loses time and temper and often money when service 
is off. 

The contractor or dealer loses if the user kicks about paying 
full cost of a call where the only work done was to replace a fuse. 
On top of this the service man has been dragged away from more 
profitable work. 


The Fustat offers a common-sense way to stop this wasteful 
evil — It doesn’t blow needlessly. 


Retails at at 


Th 


aig sizes 
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FIBER CONDUIT 





FEATURES . . . Designed for underground 
use without concrete encasement. For 
house connections, laterals, street and 
parkway lighting and other applications 
where iron pipe is used. Protects cable 
against corrosion and electrolysis. DE- 
TAILS .. . Essentially a tube of coal tar 
pitch, reinforced with felted fibres. Walls 
nonpermeable to relatively high hydro- 
static pressures. Fittings available. 
MADE BY .. . The Fibre Conduit Co., 
292 Madison Ave., New York, N. Y. 


D. C. AMPLIFIER 








FEATURES . . . For connection to 115 
volt d.c. Utilizes "2516" metal tubes to 
develop 10 watts of audio power. Makes 
possible the use of a P.A. amplifier on 
direct current without need for conver- 
ter. DETAILS .. . One output, one driver 
and one humfree pushpull input trans- 
former are used with one filter and one 
plate choke. High gain of 139 decibels 
attained with stability of operation. 
Chassis of heavy welded steel, finished 
in black baked enamel, are available with 
or without socket and transformer mount- 
ing holes. MADE BY ... Jefferson Elec- 
tric Co., Bellwood, Ill. 


LIGHTING CONTROLLER 





FEATURES . . . For maintaining street 
lighting circuits at constant current. 
Available in types that operate normally 
open, normally closed, or latched in, for 
pole or subway mounting in all voltages 
up to 75,000. DETAILS ... Has clamp 
bushings with oil stops. Positive action 
provided by solenoid-operated mechan- 
ism. Contacts of cadmium plated cop- 
per are located at top of unit, permit- 
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ting replacement under oil, without re- 
moval of mechanism. Manual operating 
lever provided. MADE BY ... General 
Electric Co., Schenectady, N. Y. 


SOLDERING UNIT 








FEATURES . . . Unit consist of a trans- 
former and four heads or tools. DETAILS 
. .. Operates on a.c. current. ‘'Midget" 
head for light soldering or for use in 
restricted spaces. ‘Standard" for aver- 
age soldering. For applying and remov- 
ing soldering lugs and terminals up to 
400 amp. size. “Fork” type is handy for 
heating small lugs that would be impos- 
sible to reach with other tools. "Pencil 
type for soldering seamed joints, spot 
soldering, etc. MADE BY .. . Ideal 
Commutator Dresser Co., 1047 Park Ave., 
Sycamore, Ill. 





PRESSURE FAN 





FEATURES . . . Designed for duct in- 
stallations and other applications where 
resistances must be dealt with. DETAILS 
. . « All models in line have non-over- 
loading feature. MADE BY .. . Pro- 
pellair, Inc., Springfield, Ohio. 


RATCHET HANDLE 








FEATURES .. . Reversible ratchet handle 
for 34” square drive sockets and attach- 
ments. Ratchet fully enclosed to keep 
out dirt. DETAILS . . . On other side 








ot head is 4” square opening for use 
with 1/44” adaptors or for use on small 
compressors, motors, etc. Made of 
Chrome-Vanadium steel, chrome plated 
and polished. Has round knurled handle. 
MADE BY .. . Bonney Forge and Tool 
Works, Allentown, Pa. 


CODE-CALLING DEVICE 


a 
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FEATURES . . . Interoffice call system. 
Operated by low voltage irrespective of 
voltage used to operate signals. Mechan- 
ism driven by small, synchronous motor. 
Various types of signals can be used, 
such as chimes, bells, horns. DETAILS 
. . .« With lowest priced model, 20 sta- 
tions can be used. Case is finished in 
baked black, trimmed with dull chro- 
mium. Operated by pressing selecting 
lever beneath desired name. Twenty call 
a.c. system lists at $75. Called ‘Loka- 
tor". MADE BY ... Edwards & Co., 
Norwalk, Conn. 


ELECTROLYTIC CAPACITOR 








FEATURES . . . Extremely small in size 
for use in confined space. DETAILS... 
Both terminals are insulated, protective 
cardboard sleeve is supplied to insulate 
container. Unit is hermetically sealed. 
Available in single sections only—in ca- 
pacities of 4, 8, 12, 16, 20 and 40 mfd., 
450 volts dic. MADE BY .. . Cornell- 
Dubilier Electric Corp., South Plainfield, 
N. J. 


VOLTAGE STABILIZER 








FEATURES .. . For correcting varying 
voltages. Suggested for use with X-ray 
machines, color comparators, photo- 
printing devices, telephone equipment, 
etc. DETAILS . . . Stabilizes an a.c. 
voltage varying from 95 to 110 volts and 
holds it constant at 115 volts plus or 
minus | per cent automatically. Mag- 
netic device without moving parts. Va- 
rious models available. MADE BY... 
Raytheon Manufacturing Co., Waltham 
Mass. 
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Awards for 
Lighting and Wiring 


The Electrical & Gas Association of 
New York has launched an award pro- 
gram to honor those who install ade- 
quate lighting and wiring. To rate a 
certificate the building must conform 
to I.E.S. lighting standards and the 
wiring standards set up by the Indus- 
try Committee on Interior Wiring De- 
sign. Both the owner of the premises 
and the contractor who did the job 
will be awarded. 


Black & Decker 
Service Indianapolis 


The Black & Decker Manufacturing 
Co. has opened a factory service branch 
at 935 N. Illinois St., Indianapolis. M. 
D. Mooers, of the sales department, 
headquarters there and H. F. Linder 
has charge of service. 


Engineering Bureau 
Started in San Diego 


Sam Weimer, manager of the San 
Diego office of the Biddle Trade Bureau, 
has organized an engineering service 
which covers the specifying and plan- 
ning of jobs not requiring the services 


of a consulting engineer. H. W. 
Reichle, an electrical engineer from 
Pittsburgh has direct charge of the 


service. 


Graybar, Boston, Selling 
Stewart-Warner Lines 


The Graybar Electric Co., Boston, 
has taken on Stewart-Warner’s line of 
radios and refrigerators. They dis- 
tribute the lines in Boston, Worcester 
and Manchester, most of New Hamp- 
shire and one county in Vermont. Sam- 
uel B. Levaur, recently appointed major 
appliance manager, has charge of the 
Stewart-Warner activities. Levaur 
graduated from the University of Penn- 
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sylvania. For six years he was dis- 
trict manager for Victor Talking Ma- 
chine Co. Later he held the same job 
with Landers, Frary & Clark. 


Monroe Hardware 
Moves Branch 


The New Orleans branch of the Mon- 
roe Hardware Co. has been moved to 
more spacious quarters at Bienville St. 
and North Carrollton Ave. The man- 
agement spent $25,000 in remodeling, to 
put the new home in top shape. W. B. 
Meek manages the electrical department. 


Southwestern Takes on 
Moe-Bridges 


A new firm, the Southwestern Corp.., 
17 W. Monroe, Phoenix, Ariz., is tell- 
ing the Moe-Bridges sales story in New 
Mexico, Arizona and El Paso, Tex. 
The distributing company handles the 
complete line of residential and com- 
mercial fixtures. Henry S. Wright 
heads Southwestern, Edgar G. Hansen 
is vice president. 


Burg Sales In 
Larger Quarters 


The Burg Electric Sales Co., Phila- 
delphia manufacturers’ agents, are 
proud of their new location at 310 S. 
Fourth St. The firm occupies the entire 
four-story building with 32,000 square 
feet of floor space. They were formerly 
located at 530 Arch St. 


B. Hartman Has 
New Address 


B. Hartman, whose former address 
was 168 Sunset St., Long Beach, Cal., 
has moved to larger manufacturing 
headquarters at 708 W. Esther St., Box 
708 W. State St., in the same town. 
No—that double address is no mistake. 


















WEARING THE “cat that ate the 
canary” expressions, are E. A. Will 
of Allied Industries, Inc., and A. C. 
Petrich of the Garland-Affolter Engi- 
neering Corp., Seattle. Competitors say 
that either of them can scent a sale 
against an 80-mile gale. 





THE OLD PRESSURE is being put on 
by Tony Grawey of Bussmann, and 
Dinny Hondorp (with cap) doesn’t 
miss a word. The other boys are Joe 
Ingram of Bussman, Bernie Motman 
and Jim De Vos. Grand Rapids, Mich. 
is the scene of the conference. 





WAVING THE BANNER for heavier 


kitchen wiring is F. G. Caldwell, 
manager of Graybar’s house at Hous- 
ton. He realizes the average home 
owner can not be sold an entire re- 
wiring quickly, but he does say sell 
‘em now on rewiring the kitchen, the 
place where the load is increasing. 
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Private Interior 
Telephone Systems 
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And by that we mean there is a rich unclaimed market 
for private telephone equipment. It includes countless offices, shops, factories and 


ee 


residences. Your share of this new business is waiting for you. 


Business is fast becoming communication conscious—keenly aware that swift, accu- 
rate interior communication means lower costs—greater efficiency. 


Go after this business with Automatic Electric private telephone equipment. The line 
includes a type to meet every need—every purse. Shown below are four of many 
varieties available. Our field representative will gladly supply you with literature, 
prices and discounts, as well as work with you on specific jobs. Call on him for help. 


INTERCOMS 


Common - talking,  selec- 


AUTO-COMS 


Deluxe intercom.  sys- 
tems, providing selective 
talking and selective sig- 
naling service for a 
maximum of ten stations. 
and up to five connec- 
tions at one time. No 
automatic switchboard 
needed. 


tive-ringing systems in 
capacities of two to 
eleven stations. Beauti- 
fully designed, and dur- 
ably constructed’ for 
long faithful service. 


SERV-U-FONES P-A-X’s 


Private Automatic Ex- 
change systems, avail- 
able in all capacities. 
Use standard automatic 
telephones and_ provide 
for a variety of special 
communication services. 


VAIN 
<> ELECTRIC 


PRIVATE INTERIOR TELEPHONE SYSTEMS 


Distributed by: AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, Illinois 
Sales and Service Offices in Principal Cities * In Canada: Canadian Telephones & Supplies, Limited, Toronto 


Attractively priced com- 
mon-talking systems in 





capacities of two to ten 
stations. Conveniently 
packaged, simple to in- 





stall. Dry cell operated. 
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Gruenwald Starts 
Wichita Business 


A. L. Gruenwald is on his own now, 
after spending 17 years as sales mana- 
ger of the Sutton Electric Supply. He 
has organized The Interstate Electric 
Co., First and Waco Streets, Wichita, 
Kan. The firm is selling to con- 
tractors. 


Approval Seal 
For Agents 


A system for checking and approving 
manufacturers’ agents has been devel- 
oped by the Federated Sales Service 
of Boston. This organization special- 
izes in locating agents for manufac- 
turers. So far, 200 agents have been 
granted the right to use the insignia 
indicating that they have been investi- 
gated as to sales and financial ability, 
accounts handled, standing in their ter- 
ritories and on other points of interest 
to manufacturers. 


Allen-Bradley Moves 
St. Louis Office 


G. W. Schalchlin, district manager 
for Allen-Bradley at St. Louis, and his 
staff, are now located at 404 N. 17th St. 


Memphis League 
Certifies Wiring 


For the rest of the year, the Memphis 
Electric League will concentrate on 
getting “certified wiring” installed in 
the majority of homes built in the city 
and county. The group is carrying its 
story into the offices of architects and 
builders and into the homes of prospec- 
tive private builders. At a 
meeting, the league decided to 
with the National Adequate 
Bureau. 


recent 
tie-in 
Wiring 








CALIFORNIA is a great spot. We have 
all read about it—sunshine, no rain, 
that is, except when wanted. But it 
didn’t hurt C. J]. White to leave paradise 
for the East to be president of The 
Tork Clock Co. He left the coast in 
‘33 after ten years as representative in 
that territory. A. A. Berard, general 
sales manager of the Ward Leonard 
Electric Co., has been made vice-presi- 
dent of Tork. 


Westinghouse Forms 
Industry Departments 


The industrial department of West- 
inghouse Electric & Mfg. Co. has been 


divided into industrial, resale and in- 
dustry engineering departments. - The 
industrial department, under C. B. 


Stainback, has public works, iron and 
steel, mining, chemical and petroleum 
groups. 

Bernard Lester is head of the resale 


department as well as assistant man- 
ager of the industrial department. This 
branch contacts manufacturers whose 





SHOW MEN. These are the boys who put the recent Detroit show over with a 
bang. They are, from the right, Chairman R. D. Thompson, Economy Fuse: E. B. 
Anderson, A. B. McChesney, manufacturers’ agents; D. A. Nesbitt, Hubbell, and 
A. S. McCloy, Anaconda. 





products incorporate electrical equip- 
ment and sells agents and jobbers. 
The engineering department backs up 
both of these groups with engineers to 
help in consultation and development 
work. Central station engineering 
activities also come under this depart- 
ment, which is managed by C. A. Powel. 


Workout For 
Seattle Golfers 


The Electric Club of Washington 
(Seattle) pulled off its 15th annual 
tournament on June 6. A_ record- 
breaking crowd answered Walter D. 
McDonald’s call and teed off at the 
Sand Point Golf & Country Club. 


McDonald, Westinghouse Electric, was 
temporary chairman, pinch hitting for 
Rena Thatcher. When the _par- 
breakers were through, they sat down 
to a big time banquet handled by 
“Hole-in-One” Burke, of the City 
Electric & Fixture Co. 





> § 
, 


\ 





ANOTHER INTEREST for 
Mal Heron of the Heron 
Electric Sales Corp., R.C.A. 


New York. Be- 
sides representing Good- 
rich, Steel & Tubes, Ply- 
mouth and Fretz Moon, Mal 
has branched out as _ na- 
tional sales agent for the 
Gedney line of fittings. 
And Mal is right proud of 
that new line. He knows 
fittings. For he’s been in 
the electrical business 
many years. 


Building, 


“Gabby Gossip” 
Makes Its Bow 


Gabby Gossip—V ol. 1.. No. 1—is off 
the press, to the relief of Editor Vern 
Brown and for the benefit of Gray- 
barites at Salt Lake City. Its com- 
plete editorial independence is proudly 
proclaimed by the motto “Uncensored 
by Nobody, Nohow—Not Even Mr. 
Kimberlin.” 

But Vern Brown doesn’t like his job. 
He prefers to sell appliances. Under 
HELP WANTED appears this adver- 
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isement. “Editor: Electric man or 
yvoman with sufficient ambition to edit 
rabby Gossip. Salary, none. Abuse, 
lenty. Criticism, tremendous. Re- 
juirements, simple. Apply—present 
‘ditor.” And another editor seeks the 
wayside. 


K.C. Tackles 
Wholesale Buying 


As in other cities, the evil practise 
of selling at wholesale prices to the 
public and industrial employees, has a 
strong foothold in Kansas City. The 
retailers know it. They are trying to 
do something about it. The Retail 
Associations Council recently drew up 
a resolution, decrying the practise, 
which was signed by the heads of 12 
dealer organizations and mailed to in- 
dustrial purchasing agents and whole- 
saler executives. They are also pre- 
paring a large, two-color poster for 
display in all wholesale houses. 


Institute Follows 
Hansen Home 


Mary had her little lamb. Frank 
Hansen has his institute. He is di- 
rector of the Western Institute of 


Light and Vision. And when he moved 
his home out to 3407 Lowry Road, 
Los Angeles, the institute followed 
right along. There he develops novel 
uses for electricity, advanced ideas on 
lighting. 


New Home 
For Simplet 


The Simplet Electric Co., Chicago, 
is now all settled down in larger quar- 
ters at 123 N. Sangamon St. 


Murphy Leads 
Victoria Group 


R. T. Murphy, Murphy Electric Co., 
Victoria, B. C., has been elected presi- 
dent of the local association. S. J. 
Halls, B. C. Electric Railway Co., has 
been renamed honorary president. A. 
Whiteman, Oak Bay Electric, is vice 





STILL GROWING. 
lain Corp. has just completed an addition 
to their plant providing an added 25,000 


The Knoxville Porce- 


square feet of manufacturing space, 
bringing the total to 75,000. When the 
firm was started they produced only 
knobs, tubes and cleats. Today 1600 
items are coming off the line. Additional 
acreage was recently acquired to take 
care of future expansion. 
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VETERANS who have devoted 50 years to the electrical industry of New Orleans 


line up with the young fellers. 
Association luncheon. 


Standing—F. W. Stevens, 


They were recently honored at an Electrical 


association president; R. M. 


O’Brien, vet: A. B. Paterson, president of the New Orleans Public Service Co.; and 


three more veterans, C. R. Churchill, G. O. Correjolles and H. M. Muller. 


The 


oldtimers sitting are C. S. Barnes, C. A. Goslett (who worked with Edison), H. J. 


Malochee and S. B. Swift. 


president, A. R. Colby, MacDonald 
Electric, was named secretary-treasurer. 

Members of the executive committee 
are E. Cox, George MacDonald, E. 
Emery, H. J. Langdon, and E. P. Saun- 
ders—all with firms identified by their 
names. 


Davis Promoted 
By Simplex Wire 


William S. Davis, sales manager since 
1919 of the Simplex Wire & Cable Co., 
has been made vice president. He has 
been with the organization since 1896. 
George L. Roberts, assistant sales man- 
ager since ’27, now heads sales. George 
A. Grauer, with the firm since 1934, 


becomes assistant sales manager. 


Oliver Iron‘s 
75th Anniversary 


The Oliver Iron and Steel Corp., 
Pittsburgh, is celebrating its 75th an- 
niversary this year. Back in 1863 
Henry William Oliver, with $15000, 
began the manufacture of nuts and 
bolts for carriages and plows. Today 
the firm makes products for railroads, 
bridges, ships, autos and pole lines. 


Dumore In 
26th Year 


The Dumore Company was founded 
25 years ago by R. L. Hamilton and 
the late Chester Beach. When organ- 
ized it was known as the Wisconsin 
Electric Co., but that name was 
changed in ’29. The association of 
these men began in 1910 when they 
quit Arnold Electric Co. to form the 
Hamilton Beach Mig. Co. In 1913 
they liquidated their interests to start 
the present firm. 





New House 


In Oshkosh 
W. T. Grundy, who has been in 
contracting and merchandising for 


a number of years, has opened the Elec- 


trical Contractors Supply Co., 32-34 
Otter St., Oshkosh, Wis. 
The firm is specializing on selling 


supply lines to contractors of central 
and western Wisconsin. 





SKIES, MITTENS and lots of snow and 


mountains—great sport, plenty of fun. 


Ray Kimberlin, who manages Gray- 
bar’s house at Salt Lake City, his wife 
and son, are about to cut loose down 
the mountain side. 


New Spot 
For Litscher 


Market Street merchants of Grand 
Rapids, Mich., once again put out the 
glad hand to Chris Litscher. It was 
back in 1909 that he opened a house 
there. In 1932 he sold out to G. E. 
Supply and founded another whole- 
saling firm, the Litscher Distributing 
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Co., which he located on Campau Ave. 
Recently he changed the name to the 
Litscher Wholesale Electric Supply 
House. His new, enlarged quarters 
are at 13-15 Market Ave. 





SADLER RETIRES. Most everyone 
knows Jack Sadler and his many 
friends will be sorry to learn he is 
leaving the electrical game after 40 
years. He decided to take a rest and 
told the Commonwealth Edison Co., 
Chicago, they would have to get a new 
man to manage the wholesale depart- 
ment. 

Sadler has had an interesting career. 
He invented electrical Christmas tree 
lights and sold the first set to P. D. 
Armour, the meat packer king, for 
$120. Also when he was a young 
fellow. he had a chap by the name 
of Henry Ford taking orders from him. 
That was when they were with the 
Detroit Edison Co. He recalls that he 
bought Ford’s lunch one day—a 35 
center. Later he had a Ford car, and 
added a running board and adopted 
the split engine hood—Henry sent him 
$37 to cover the cost of the changes. 
Now he is going to devote his time to 
travel and we say, “Bon Voyage”. 


General Cable 
Moves Chicago Office 


The Chicago office of the General 
Cable Corp. is now located at ll N. 
Canal St. This move consolidates the 
office and warehouse. Offices were 
formerly located at 20 N. Wacker Drive. 


Stork Brings 
Hawkins & Hagen 


A new organization, Hawkins & 
Hagen Electric Sales Co., was recently 
born in the St. Louis electrical world. 
Located at 315 N. 21st St., the firm 
represents M. B. Austin Co., Edwards 
& Co. and the Wheeler Reflector Co. 
in Missouri, Kansas, Colorado, Okla- 
homa, Arkansas, western Tennessee 
and southern Illinois. 

Roy V. Hawkins, with Appleton 
Electric in that territory for the past 


25 vears, is manager of the sales staff. 
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\ssociated with him are Gene Hagen, 
who sold for Edwards for nine years; 
C. L. Hawkins, another Appleton grad- 
uate, and F. L. Bader, a 13-year Gray- 
bar veteran. 


Wesco, Norfolk, 
At New Address 


Westinghouse Supply, Norfolk, Va., 
is now located at 320 City Hall Ave. 
The new house has a corner location, 
plenty of parking facilities, and double 
the floor space of the former address 
at 254 Tazewell St. 


Heron Adds 
To Sales Force 


The Heron Electric Sales Corp., New 
York manufacturers’ agents, have ap- 
pointed John J. Gaffney to cover north- 
ern New York. He travels out of 
Rochester. Herm Gerdts has charge of 
the New Jersey territory. He head- 
quarters at the home office. Ray Payn- 
ter continues to cover Connecticut and 
part of New York state. He is located 
at New Haven. 


Power Men 
At Memphis Show 


The Ellis Auditorium, Memphis, was 
jammed with power and machinery 


men on May 19 to 21. It was the 


annual show and 125 manufacturers 
flashed their wares. Among the elec- 
trical manufacturers who had exhibits 
were ILG, Wheeler Reflector, Walker- 
Turner, Fairbanks-Morse, Stanley Elec- 
tric Tool, Howell Electric Motor, Van 
Dorn Electric Tool, Tri-States Arma- 
ture and Shelby Electric. 





NOPE, NO SOUND but Jacob Sticklor, 
head of Sticklor Electric, Hartford, was 
set to catch it if it came. With him are 
two counter salesmen—Abe Fischberg 
and Bud Sticklor. 








Adequate Wiring 
Going Places 


During its first three months, the 
National Adequate Wiring Program 
has been carried to 218 cities in 43 
states. Of these cities, 101 have 
ordered promotional material. And 
four cities—New York, Washington, 
Los Angeles and Birmingham—have 
been licensed to operate the certifica- 
tion plan. 


George Butler 
Takes More Space 


The George Butler Electric Sales 
Co., Chicago, is spreading out. A 
short time ago they enlarged their 
quarters at 552 W. Adams St. This 
company is exclusive representative for 
Triangle in that territory. 


Smith Heads 
Utah League 


When the election clerk of the Elec- 
tric League of Utah recently counted 
ballots at the annual election, he raised 
the arm of W. O. Smith, district sales 
manager, G. E. Supply, Salt Lake City. 
Also carried into office were G. W. 
Forsburg of Wasatch Electric, as vice 
president and Robert Nevins, dealer, 
as secretary-treasurer. Elias String, 
formerly a salesman for*the Utah Light 
& Power Co., was appointed manager 
of the league, succeeding R. E. Folland, 
who resigned to go on a Latter Day 
Saints mission to South Africa. 


Credit Men 
At Detroit 


The National Electrical Credit As- 
sociation is holding its 40th Annual 
Convention at Detroit’s Hotel Statler 
on June 23 and 24. Henry Morgan, 
treasurer of the Square D Co., is con- 
vention chairman. 


Reflector & Illuminating 
Now Sterling Reflector 


In name only, the Reflector & Illumi- 
nating Co., Chicago, passed out of exist- 
ence recently. To more closely identify 
its name with its products—Sterling 
reflectors and Ster-Lite fixtures—the 
company is now called the Sterling 
Reflector Co. The offices and factory 
continue at the same address—1431 W. 
Hubbard St., Chicago 


“Precipitron”™ 
At Cleveland 


Westinghouse has centralized manu- 
facturing and sales headquarters for 
the “Precipitron” at Cleveland. Activi- 
ties on the Precipitron, a device for 
cleaning air electrically, are under F. 
R. Kohnstamm. He has named George 
F. Begoon as sales manager. 
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MEN ON 


THE MOVE 





| 


Gene Borgard, Philco salesman, ood 
een shifted from Pittsburgh to the 
Baltimore-Washington territory. 


* 


George Best Mackey, a Westinghouse 
lamp man since ’22, has been upped to 
manager of lamp sales in the South- 
western district. He headquarters at 
St. Louis. 


* 


Charlie Baumann is telling the major 
appliance story in San Francisco for 
Westinghouse Electric Supply. 





* 


Louis Fryer has graduated from Gray-| 
bar’s counter at San Francisco, to terri- 
tory salesman at the Fresno branch. 


* | 


T. F. Burgess, who has been selling | 
General Electric incandescent lamps in| 
the Chicago territory for the past ten 
years, has been appointed specialist on | 
miniature lamps in that section. 


* 


W. F. Andrews is now selling Westing- 
house lamps in Detroit. He was re-| 
recently moved from Milwaukee. That | 
territory is handled by R. R. Cheney, 
long identified with Milwaukee’s electri- 
cal industry. 


*” | 


S. M. Frellson, formerly San Francisco | 
appliance sales manager for G. E. Sup- 
ply, has moved to Los Angeles in the | 
Same capacity. He is succeeded by 
George A. Lloyd. Walter Boland, for- 


merly lamp sales specialist, has been 


made assistant to Lloyd. His job has | 
been taken over by G. S. Perkins, who | 
was in the Stockton area as supply sales- | 
man. That territory is now covered by | 


C. C. Johnson. 
- 


John F. W. Smith, credit manager since | 


1934 for the Northern Electric Company 
at Vancouver, B. C. has been transferred 
to the Montreal office in the same 
capacity. 

* 


Boyd K. Pond has joined Appliances, 





Inc., Cincinnati. He was with General | 
Electric for 11 years. More recently he | 
was general manager of the Saginaw | 


Distributing Co., Saginaw, Mich. 


* 


Ed Ouellette, well known to the elec-| 


trical trade in Detroit, has teamed up 
with the sales force of the Splane Elec- 
tric Supply Co. 

* 


Jack L. Hursch, Franklin B. Davis, Wil- 
liam Howell and Helen M. Ordway are 
new names on the roster of the Proctor 
Electric Co. of Philadelphia. Hursch 
travels Colorado and Wyoming; Davis 
sells in the Southeast; Howell covers 
Pittsburgh: and Miss Ordway demon- 
strates in the steel center. 





| 
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Crk: Line Plaleriel 
PERFECTED PRODUCTS OF OVER FORTY 
YEARS OF ENGINEERING AND RESEARCH 


ARMORED AGAINST the ELEMENTS! 


Protected by a double thick coat of zinc, 








































bonded securely to a strong steel body by 
the special Oliver Double Dip Hot Galvaniz- 
ing Process, Oliver Pole Line Materials are 
provided with the greatest resistance to rust 
and weather deterioration,—an outstanding 


quality that has made Oliver a standard 


specification for many years. 











OLIVER IRON AND STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 


OLIVER “ar MATERIALS 


APPROVED AND _ ACCEPTED SINCE 1894 
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When those Contractors Call for QUAD be sure you can 
serve them. QUAD units do the right kind of a job 
all the way through and it will pay you 
to stock them. The QUAD line is com- 
Plete for indoor and outdoor industrial 
and commercial lighting. QUAD units 
represent the latest in lighting 
efficiency. Write and let us 
give you all of the details— 
line up with QUAD. 


QUADRANGLE MFG. CO. 
32 S. Peoria St., Chicago 


a Eke 










Vapor Proof Fixtures 
and Reflectors. 


If you haven’t the Wall Chart 
Selector showing QUAD’'S 
complete line of floodlights— 
send for it. NEW, FREE, 
HANDY, HELPFUL. 






Long Beam Floodlight 
























IT'S NEW! The Ward Leonard 


Manual Motor Starter Switch With Overload 
Protection ..... 






Featuring 


Push Button operation with in- 
dented cover to prevent acci- 
dental contact. 


Butt contacts: No looseness 
from wear as in a knife switch. 


Send for Bulletin No. 2851 





| WARD LEONARD 


30 SOUTH STREET, MOUNT VERNON, N. Y. 
Electric Control Devices Since 1892 
























| Frank Schwartz has joined Efenge: 


Electric Supply Corp., Chicago, as man 
ager of range sales. 


* 


Arthur C. Jordan is head of sales for 
the Simon Distributing Corp., Washing 
ton, D. C. He formerly was sales man 
ager for the Elliott-Lewis Co., Phila 
delphia. 
* 

Bill Baker is selling for the E. H 
Schaefer Co., Milwaukee. His pay check 
used to come from G. E. Supply. 


* 


John S. Garceau now heads advertising 
and sales promotion for the Crosley 
Radio Corp. He has been with Crosley 
for the past two years. 


* 


Albert Shauman has joined the sales 
force of the Shepherd Electric Co., 
Baltimore. 

* 


J. B. Letmate, formerly with the Balti- 
more Gas Light Co., is covering that 
territory for the Appleton Electric Co 


* 


Burton M. Riker has joined Toastmaster 
as assistant sales manager of the com- 
mercial equipment department. He 
headquarters at Elgin, Ill. Prior to 
affiliating with Toastmaster, he headed 
commercial and industrial sales for the 
Rockland Light & Power Co., Nyack, 
ie. ¥ 
* 

Richard P. Taylor, who has traveled 
New England for Square D during the 
past nine years, has resigned to repre- 
sent the Kinney Electrical Mfg. Co.. in 
that territory. He can be reached at 
3 Newsome Park, Jamaica Plain, Mass. 


* 


Harold Hubbard of the Incandescent 
Supply Co., San Francisco, is calling on 
city accounts and part of the southern 
territory. Joe Newland of the lighting 
fixture staff is covering Oregon, Wash- 
ington, Montana, Idaho and Utah. 





NEW PRESIDENT of the Oliver Iron 
and Steel Corp. Theodore F. Smith was 
promoted trom executive vice president 
to his new post last month. He replaces 
Harry F. Devens, who has been elected 
chairman of the board. 
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OBITUARIES 


Joseph Woodley Gosling 


loseph Woodley Gosling died in 
chenectady April 4 at the age of 59. 
ince 1912 he was a decorative de- 
iener for General E'ectric’s illuminat- 
ng laboratory. In that position he 
layed an important part in producing 
the spectacular illumination of every 
world’s fair. He was born in Brooklyn 
m April 28, 1879 and received his 
formal education at Pratt Institute and 
the New York School of Art. 


Henry Abner Tremaine 


Henry Abner Tremaine, a pioneer in 
lighting and co-founder of Nela Park, 
died May 12 in New York City at the 
age of 85. In 1901, with the late J. B. 
Crouse, the late F. S. Terry and J. 
Robert Crouse, he founded the National 
Electric Lamp Co. at Cleveland. Here 
they developed one of America’s most 
beautiful industrial locations. 

Mr. Tremaine was a 32nd Degree 
Mason, Knight Templer, a member of 
the Cleveland Al Koran Order of Shrin- 
ers and a member of the Presbyterian 
Church. He graduated from the Uni- 
versity of Michigan in 1875. Four years 
later he married Emma Crouse who died 
in 1931. Surviving him are a sister, 
Mrs. Clara A. Horton, and a niece. 
Miss Nellie A. Horton. 


Charles R. Wagner 


Charles R. Wagner, well known in 
the radio industry, died April 30 at the 
Veterans’ Hospital, New York. He be- 
gan his career in the piano business, 
then became interested in phonographs. 
During recent years, Mr. Wagner was 
associated with various New York 
distributors. 


MEETINGS AHEAD 


Cincinnati—Institute of Cooking and 
Heating Appliance Manufacturers meets 
June 8 to 10. 


Hot Springs, Va—Members of the 
Stoker Manufacturers Association will 
assemble at the Homestead, June 16 


and 17. 
es 


Marshfield, Wis.—Annual meeting of 
Wisconsin Municipal Utilities Associa- 
tion on June 16 and 17. J. J. Jedwabny, 
secretary, Menasha, Wis. 


. 
Washington, D. C.—American Institute 
of Electric Engineers meets June 20 to 
24. H. H. Henline, secretary, 33 W. 
39th St., New York. 


THE 
MAN* 
OF THE 
HOUR! 


His is the experience, 
the judgment, the skill 
and the practical 
knowledge upon which 
ADEQUATE WIRING 
depends. 


And the WIREMOLD 
COMPANY, Hartford, 
Conn., “WBB Head- 
quarters,” is ready as 
usual to help him make 
the most of it. 


ee 
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‘‘WBB”’ is the 
trade name of 
an electrical 
contractor who 
knows how to 
‘build his 
business’’ with 
Wiremold. He 
is the 
**Wiremold 
Business 
Builder.”’ 


If your name 
is not on the 
‘“‘WBB”’ mail- 
ing list, send 
it in Now! 

























































Price-Cutters 


Dave Moore of Windsor, at the re- 
cent convention of the Ontario Electri- 
cal Contractors’ Association, distributed 
some new thought on an old subject. 
It was acard. It read— 

“My Son, never speak unkindly of 
price-cutters, never knock them because 
God made them the same as He made 
crabs, hornets, roaches, lizards, ants, 
centipedes, fleas, lice, bugs, wasps, 
snakes, skunks, and other unpleasant 
things. In His inscrutable wisdom He 
made them. Why He made them only 
He knows. Some day He may en- 
lighten us but up to now. . 
l’ll be damned if I understand.”—Elec- 
trical Contracting. 


Radio Ruckus 


Here are major changes in the radio 
business favored by 4,000 dealers: (1) 
Prices should remain the same during 
a model year. (2) Unless dealers re- 
ceive help in moving used sets they’re 
against taking trade-ins at current al- 
lowances. (3) New models should be 
spruced up enough to outmode the old 
ones. (4) 
help in their advertising and promotion. 


Dealers should get more 


a 
(5) There should be fewer models in 
each line.—Radio T\ day. 


Turn To 
The Right 


Watch people! In a store, more turn 
to the right than to the left. Remember 
: ie ; 
that in placing displays. Know the 
human mind and how it works.—Elec- 
trical Merchandiser. —Utility bulletis 


Begin Where 
Others Stop 


The sales trouble with most of us is 
not with what we are or are not or with 
our methods. Our troubles lie mainly 
in the fact that we stop selling where 
and when we should begin to sell. The 
fact that the prospect states that he is 


50 


LLECTRICAL Wopy 


not interested or that he feels that it is 
necessary to postpone action or to think 
the matter over, is the end of the sales 
trail too often. This is only because we 
do not set ourselves to make it the be- 
ginning. So try beginning where it 
has been your habit to stop!—Sample 
Case. 


Appliance 
Prices Down 


The price of many electrical appli- 
ances have gone down since 1927. Take 
the average price of electric refrigerat 
ors for instance. This has been reduced 
from $370 in 1927 to $179 in 1938. The 
difference in actual cash outlay would 
buy all these: (1) An electric washing 
machine. (2) A vacuum cleaner. (3) 
An electric toaster. (4) An LES. 
lamp. (5) A waffle iron. (6) A coffee 
maker and (7) two cartons of Mazda 
lamps. Furthermore, a 1938 six cu.ft. 
refrigerator will operate for almost one- 
third the cost of the 1927 models.— 
Electrical Merchandiser.—Utility bulletin 








“For the last time—WAKE 
UP! He'll see you now.” 


Pay 
) 


oe 


Step-Up 
The Sale 


\fter a customer has closed the pur- 
chase of a refrigerator, range, washer 
or other large appliance A. F. Kramer 
of the Fresno Appliance Co., Fresno, 
California steps-up the sale. When the 
customer is discussing the amount of the 
monthly payment, Kramer _ suggests 
some other appliance that could be writ- 
ten into the same contract with the pay- 
ment each month increased by so small 
an amount that the customer will hardly 
notice it. It is possible to step-up a con- 
tract from $5 to $25 in this way quite 
often.—Electrical Merchandising. 


Electric Razor 
Sales in 1937 


‘here were 1,500,000 electric razors 
sold in 1937. This is as many as were 
put in consumers’ hands in all the pre- 
ceding years of the electric razor indus- 
try. About 2,000,000 are in use; an- 
other 1,000,000 repose on closet shelves, 
the buyers having abandoned hope. The 
biggest retail outlet for dry shavers has 
been the credit jeweler. The jeweler 
brings to the dry-shaver manufacturer 
a credit system through which his prod- 
uct may be sold for as little as 25 cents 
a week, a figure not far from the rou- 
tine cost of wet-shaving supplies.— 
Fortune. 


Get In, Get 
Through, Get Out 


Every salesman worth his salt has a 
pet formula which makes the wheels go 
round. Here’s one—“Get in, get 
through, get out.” This man deals 
chiefly with business executives who are 
amazed at the way he does not tell 
funny stories, or talk about the weather, 
the races, or anything else except what 
he has to sell_—Sales Management 
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... No costly tax on 





The 400-Watt 
Type H Mercury 
Lamp has a higher 
, light-output per 
eal watt than any other 

light source prac- 
tical in industry. 
Its rated operating 
life is 2,000 hours. 








The General 
Electric auto- 
transformer has 
been designed 
specifically for 
use with the 
General Electric 
Mercury Lamp. 
Order this aux- 
iliary equipment 
from the General 
Electric Vapor 
Lamp Company. 
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Gloom and poor visibility are expen- 
sive luxuries which no modern plant 
can afford in times like these. Human 
eyes—your plant’s most critical con- 
trol devices—operate at s-l-o-w speed 
in dimly lit areas. Needless fatigue 
steals the energy needed to keep eyes 
alert and product quality high. 
Today, you can insure high “see- 
ability” in your plant, night and day, 
without a high premium in extra 
energy costs. Among light sources 


practical for industry, General Electric 


eyes under Type H Mercury Lamps 


Type H Mercury Lamps lead the field 
in light output per watt. Dollar for 
dollar, you get brighter, safer seeing 
conditions, which provide greater eye 
comfort, greater clarity of fine detail. 

Mercury lighting is most economical 
when it is “engineered” to individual 
plant needs—properly diffused and 
distributed, using approved auxiliary 
equipment. Write either address below 
for further information on the savings 
you can make with these high-effi- 


ciency light sources. 


GENERAL @ ELECTRIC 


General Electric Vapor Lamp Co. 
891 Adams Street, Hoboken, N. J. 


895H 





Incandescent Lamp Department 
Dept. 165, Nela Park, Cleveland, Ohio 


































































Sell The 
Related Products 


Once you sell one product make it the 
means of introducing its little cousins 
onto the purchase order. (“This is the 
dressing that goes on the belt that rolls 
on the pulley that spins on the shafting 


that Jack sold”. )—Mill Supplies 


Those 
Bad Apples 


The old safeguard of sorting blem- 
ished apples out of the barrel applies to 
fixture displays. At the Garrett, Miller 
& Co. showrooms in Wilmington, Del., 
R. S. Glover has set aside a separate 
room for showing the ridiculously cheap 
residence lines. He will not allow them 
to spoil the appearance of better mer 
chandise by being displayed ne: 


Electrical Contracting. 


on the amount of merchandise he thinks 


1 


rby.— 


e should sell each month and usually 
makes it. Employees get the spirit and 
lo everything they can to help him at- 
A Star tain his goal. His quota includes the 
Salesman winning of at least one new customer 

- each month.—Hardware Age. 

W. C. Dunlap, Vice-President of the 
Addressograph-Multigraph Corp. says: , 
“Sy +] yet ae ine. Junk Display 

Show me the man who has formed ‘ 

- Helps Selling 


the wholesome habit of keeping a stiff 


upper lip, who meets his difficulties by Chere is a strong sentimental attach- 
the exercise of ingenuity, and who ex- ment between some women and an 
pects to fight for everything he gets, and ancient washing machine which makes 


— 1, . hae ant ’ 99 . ¢ 1 1 1 

| Will: SNOW you a Star saiecsman. on Sah S them place an exorbitant value on them 
Scrap Book. as trade-ins. For this reason, E. L. 
Schmidt, of the Schmidt Furniture Co., 

Sets Menominee Falls, Wis., keeps a display 

of old washers in the back of his store 

A Quota “*. ae 
When a woman tries to tell him he 

An Illinois dealer believes that every should allow her more than her old 


1 


man owning a business should operate washer is really worth, he leads her 
as if h 


were working for an invisible out back. “Lady”, he says, “These are 


boss. So he sets a quota tor himself old washers just like yours. They were 





SALES TOOLS APLENTY are in the recently completed headquarters of G. E. 
Supply Corp. at Los Angeles. Plenty of room for customers to park their Lincolns. 
The boys in the warehouse have an overhead crane to do heavy work. Elevators 
and belt escalators between floors. An acoustically perfect room for demonstrat- 
ing radios. Small appliances and fixtures segregated. Another room for major 
appliances, another for transmission equipment. The house is located at 700 
Turner St. 





FANCY STUFF. The architect did a good job of redesigning the three-story build- 
ing of the Sunset Electric Co., Seattle Frigidaire distributors. A two-story addition 
was built, measuring 110 by 150 feet. In all, Sunset has 60,000 sq.ft. of floor space. 


wonderful in their day, but they really 
arent worth a nickel today. I couldn’t 
sell them to anybody. When I get 
enough of these old machines together | 
let a junk man cart them off.’’ This 
practical demonstration usually does the 
trick.—Electrical Merchandising. 


Lots of Calls 
Make Lots of Sales 


Every farmer knows that unless he 
goes through the drudgery of cultivat- 


ing all his ground properly there can be 
only a scraggly crop. So it is with 
selling. Call it “canvass”, “missionary 
work” or “sales development’’—this 
preliminary work must be performed. 
It isn’t easy. It is hard, tiresome, 


erinding routine. It can become monot 
onous if it is considered a duty instead 
of an opportunity. But it’s work that 
paves the sales-way to bigger earnings. 
A lot of salesmen are making a mighty 
decent living out of the leavings of 
their skim-the-cream associates.—Sales 
Management. 


Light 
The Gardens 


Every garden lover is a prospect for 
garden lighting. When he sits down to 
enjoy the fruits of a day of weeding 
and transplanting he wishes it didn’t get 
dark so soon. After a good dinner he 
enjoys a stroll around the garden. 
When he is entertaining guests nothing 
gives him quite so much pleasure as to 
flip a switch and paint the garden with 
light. Here’s a suggestion to pass on to 
contractors so they can sell garden light- 
ing. In nearly every community there 
is a local garden club. These clubs are 
always anxious to obtain speakers. Tell 
contractors to contact these clubs and 
offer to give a talk on garden lighting 
together with a demonstration in a 
member’s garden some evening. Garden 
enthusiasts thus become familiar with 
costs and available equipment.—Elec- 
trical Contracting. 
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MORE FACTS 
ON PRODUCTS 





Air Conditioning—‘“‘Rex Airate Trail” 
s the name of a 26-page catalog issued 
yy Air Control, Inc., 1933 W. 114th St., 
Cleveland. It is a guide to air circula- 
tion in home, store, shop and factory. 
It describes and illustrates the maker’s 
ine well as showing pictures and 
diagrams of actual installations. 


as 


v 


Commercial Lighting — Westinghouse 
Elec. & Mfg. Co., Lighting Div., Cleve- 
land, has published three booklets on 
commercial lighting luminaires :— 


F.8405, The New Motif in totally Indi- 
rect Illumination for Commercial Estab- 
lishments; F.8406, Silvurn Conditioned 
Lighting for Commercial Applications; 
and F.8407, Mangalux leads the Van- 
guard of Commercial Lighting Progress. 
These publications list applications for 
each unit, construction features, and foot 
candle intensities for various mounting 
heights and spacing. 


- 
Fans—The 1938 Fan Catalog, released 
by the Westinghouse Elec. & Mfg. Co., 


East Pittsburgh, Pa., presents their com- 
plete line of fans. 


v 


Fans—Victor Elec. Products, Inc., 712 
Reading Road, Cincinnati, has published 
an 8-page bulletin illustrating and giving 
detailed information on their desk, floor, 
overhead, and exhaust fans. 


v 


Fans—Samson-United Corp., Rochester, 
N. Y., has issued a 23-page catalog giv- 


ing detailed information, specifications 
and illustrations of their rubber-bladed 
electric fans. 

v 


Fans—The Emerson Elec. Mfg. Co., St. 
Louis, Mo., offers the Emerson-Sea- 
breeze Catalog No. X2450—a complete 
description of their line of desk, stand, 
and ventilating fans, including prices. 


v 


Indirect Lighting—A 16-page catalog, 
issued by the Parco Lighting Equip Co., 


12 Waverly Place, New York, gives 
information on their line of indirect 
lighting luminaires. The list price, 


specifications, and an illustration is given 
for each model, and charts for determin- 
ing wattage per outlet, hanger lengths 
for various ceiling heights, and stand- 
ards of illumination are included. 


v 


Lighting — The Benjamin Elec. Mfg. 


Co., Des Plaines, Ill., has issued a book- 
Productive 


let, “A Guide to Lighting 
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Safeguarding your customers’ customers’ wiring 
jobs means more profitable wire orders for you. 
ROME-CABLE Building Wire assures users of 
durability obtained through careful manufac- 
turing. 

ROME-CABLE products keep everybody satis- 
fied and assures you frequent reorders and 
larger profits. 


ROME CABLE QUALITY 


Bs; 


ee 


2y 


SERIE ES 
3 


TROT 


Ost Code, Intermediate 30% esas sey ay tb 
and Suwuperaging ¢ Approved asy Pulling « ong Aging 

by the Underwriters’ Lab- Rubber Uniformly Small 
He atories, Inc. N.E.C.S.e Diameters * Clean — Easy 
: = ; eons inate Stripping © Eight Clear Dis- 


Flame & Moisture Resistant tinct Colors 





PRODUCTS 
Hot rolled 
copper wire 
U.R.C 


paper ond asbestos magnet 


dele Ma ole la - Me lilo MERE lalal to 


eYola-Me late Malalil-te Me tige lite 
wT -tohisl-ldeiaelohi wire 

wire 
insulated wires cords 
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No. 252-R 
TWO GANG BOX 


Adjustable 
with No. 208 
Keceptacle in one section. 
One cover plate with ™” 
Flush Brass Plug and the 
other cover plate with 2” 
Flush Brass Plug. 









Two gang 
Floor Box 













Sell and install 
LATROBE —the com- 
plete line for res- 
idential, commercial 





relate Mlatel*Ttiate| mae) a & No. 130 "LATROBE" 


ADJUSTABLE WATER 
TIGHT FLOOR BOX 


No. 130 Box with 
No. 207 Bell Nozzle. 


Catalog on request 
No. 284 DUPLEX 


RECEPTACLE NOZZLE 


f , ; Cut-away view illus 
—— li, ee pipe me al > trates how tapered 
ension,. Neatest ant unit receptacle fits 
most compact fitting ll FL. tapered opening in 
oo Also avail- adjustable ring. De- 
able with %” pipe ex- sign eliminates’ y 
: ‘ t ates many 
tension. Fullman also LAT wh. small parts ‘ove! 
i . smi arts. ( » 

offers Duplex Telephone ROBE PE plate Bar . aman 

Nozzles. height 314”. 


















































































































Rediator Hot Waler Bottles 
ond Seneral live 





Othlelic Goods 


Furinte ‘aa 











THE BEST 
IN 
FRICTION TAPE 
SINCE 1888 


CLIFTON MFG. CO. 


MATTAPAN e BOSTON, MASS. 


SEND FOR PRICES AND SAMPLES 





for Industry.” It includes information 
on reflector equipment, reflector con 
struction types, sockets and fittings, 
typical lighting layouts, recommended 
toot-candle intensities, and illumination 
calculation tables. The application of 
diffusers and reflectors is illustrated. 


v 
Wire Connectors— A 6-page pamphlet 
describing and _ illustrating solderless 
tapeless wire connectors in sizes for all 
common joints has been issued by the 
Ideal Commutator Dresser Co., 1047 
Park Ave., Sycamore, III. 





Advertising In 
Business Publications 


[his book is an authoritative manual 
for those who are using or considering 
using business publications for adver 
tising and selling promotion. The 
author, Mrs. Mable Potter Hanford, 
has much experience in their use and 
she clearly defines the place they occupy 
in any advertising program. Her facts 
and sound reasoning will furnish the 
advertiser with concrete help in judg- 


ing this medium of reaching readers 
who are also buyers. (Advertising and 
Selling Through Business Publications, 


Harper & Bros., New York, $2.50). 


Successful 
Letter Writing 


This is the title of a book by \line 
E. Hower a consultant on letter writing 
with some of the leading firms of the 





country. It is valuable for anyone wl] 

writes business or personal letters. 
The problems which come up on 
sentences and paragraphs, letter clos- 
ings, length, correct words to use, dif- 
ferent approaches, etc. are clearly 
solved. It is the author’s contentio1 
that if a letter is friendly and intelli- 
gent, it complies with all the good rules 
ever made. The twenty-one chapters 
in this book show step by step how to 
put warmth and effectiveness into let- 
ters. Many samples of actual good and 
bad letters are shown. The chapters 
on “Every Letter a Sales Letter,” 
“Complaints and Adjustments,” and 
“Ideas as Collection Tools’ are par- 
ticularly useful. (Doubleday, Doran 
& Co., Inc., Garden City, N.Y. $1.96) 


Both Sides Of 
The Microphone 


“Both Sides of the Microphone,” a 
collaboration of John S. Hayes and 
Horace J. Gardner, takes the reader 
both back stage and out in front. It 
is a non-technical book, written for the 
average listener, student or radio em- 
ployee. The authors have conducted a 
thorough tour through the entire rad 
station for a look into the program, 
engineering, publicity, sales, and ex- 
ecutive departments. The second part 
of the book contains comprehensive 
statements by well known radio per- 
formers on what the listener can, an 
should, expect from his radio. There 
is also a complete listing of stations in 
North America and Cuba—where they 
are located, who owns them, and the 
frequency of each. (J B. Lippines tt 
Co., Philadelphia, $1.25 


) 
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“It seems he got in there to cool off, boss.” 
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“VISE TITE” 


—a NEW, 
BETTER 
WIRE 
CONNECTOR 


A tapered thread makes 
the connector VISE TITE 
and trouble-free. Sim- 
ple, double-protection, 
economical. WRITE 
FOR FREE SAMPLE 





aC 


Your buyers will appre- 
ciate the difference this 
tapered thread makes. 
Write for samples and 
proposition. 


| 


SS SSD 


Patent 


AMM wheter 


CEI 


Pending 





EEPSUSAS SY DTA BVM 


D> 


M & M COMPANY 


21 MUIRHEID AVENUE 
TRENTON, NEW JERSEY 




















has stood 
the 

Test of 
Time 





Since 1873 Yager's soldering salts 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


Vo pound cans. . . $0.50 ea. 

1 poundcans... .80ea. 

5 poundcans... 3.00 ea. 
Less by reshipper cartons. 


YAGER'’S 








Ask for 
FREE SAMPLE 





Alex R. Benson Co. Inc. 
Hudson, N. Y. 
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I Knew Him Too Well 


CONTINUED FROM PAGE 24 


deferential all the time. 
“You can’t afford to say, ‘Oh, 
that’s all right, I know him well!’ 
|Maybe you do, but don’t trade on it. 
| Remember your place, You are a 
It’s a dignified job. It 

| may be the first step toward eventual 
promotion to the presidency. But, | 
he isn’t on that step any more. He’s| 
| an executive of one grade or another. 
He’s been promoted. Or maybe he’s | 
in business for himself, if only in| 
'a small way. Just the same, he’s a 
full-fledged, independent, 


ihead of a desk, no matter how small. 


salesman. 








sovereign | 


“There’s respect that goes with any 
office even though it be only that of 
|reception room clerk, Make your 
‘approach polite. Make your en- 
|trance unassuming and respectful. I 
‘don’t care if the man was your buddy} 
‘in France or your first baseman on 
'the sand lots. When you meet him 
_across the desk, he’s a customer. For- 
| get how well you know him, and con- 





\centrate on how well you can present | 


|your subject. 

| “If he wants to reminisce let him 
‘lead the way, but follow cautiously 
‘and keep your foot on the brake. Any 
leading you do should be along the 
‘lines of business,—his business, and 
‘the business we hope to get from 
him. Let him tell the stories. And 
don’t sprawl. Sit up and act like you 
were company. Remember why you 
| are there. Getting acquainted with 
customers is grand. Do a lot of it; 
but not all in one place. Get a little 
acquainted with a lot of people, and 
you won’t wear out your welcome 
anywhere. 

“Then watch your step with his 
employees and assistants. Don’t get 
|familiar with them, either. Don’t 
make yourself at home where it’s not 
home to you. A smile and a pleasant 














word are absolutely all right, but a 
line of gags or personalities is not. 
“And one more thing—let me 
‘emphasize above all else that the! 
‘smaller and more modest the busi- 
ness may be, the more your defer- 
‘ence and respect are appreciated by 
the proprietor. Don’t save 
company manners until you get to 
isee the president of the United States 
| Steel Corporation, or you probably 
| won’t ever get there.” 
| I never forgot that talk. 


your 














The Original 














We have been told that the 
PENN-UNION Solderless 
Connector was the first that 
could be depended on mechan- 
ically and electrically, without 
soldering. 
Many other PENN - UNION fittings 
shave given 
quicker, 
handier, and 
more reliable 
connections. 


Every item 
carefully 
designed and 

thoroughly 
| tested. 





6,200 | 


items— a 
for every combination of tube, 


bar, cable, and wire. 
Preferred by leading utilities 


and “‘industrials.”’ 
Write for catalog. 


SS 


Sold by leading jobbers 


PENN-UNION 
ELECTRIC CORPORATION 
ERIE, PA. 





The complete line— 























YOU CAN’T GO WRONG— 
if you “*RELY ON RELIANCE” 


A complete line of thoroughly 
dependable quality time switches 
with innumerable exclusive fea- 
tures, giving you more time switch 
sales opportunities. 


For 28 years the name of Reli- 
ance has stood for the best in the 
time switch field. A good line to 
handle because profits are not 
eaten up by expensive come-backs. 


Write for full information on 
this profitable line. 


RELIANCE AUTOMATIC LIGHTING CO. 


1911 Mead Street Racine, Wis. 














OK 


ILSCO 


SOLDERLESS CONNECTOR 





NO SET SCREW CONTACT 


More perfect conductivity and greater permanency 
of connection is assured by ILSCO’s triangular 
clamping wedge It offers greater contact area 
and a surer grip than set screw alone could pro- 
vide. Other ILSCO features: 


flattening or separat- 
ing of stranded wires 


special tools required 


shearing effect what- 
soever 


limitation to one size 
wire 


castings or forgings 
to increase their cost 


NO need for you to search any longer for the 
PERFECT Solderless Connector... WE HAVE IT! 
Six Sizes Take Care of All Wires from No. 14 to 
1,000,000 C.M. 





FREE—A large display board bearing 
mounted samples of ILSCO lugs. Ad- 
dress Dept. \. 


ILSCO COPPER TUBE & PRODUCTS, INC. 


5629 Madison Road, Cincinnati, Ohio 
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SHERMAN _Gs 

SOLDERLESS juummge 
| scons | 

@ Low cost— 


simple— 


dependable 





Bulletin No. 15 











@ Screw can’t come out 

@ Easy and quick to use 

@ No special tools required 

@ Lighter and stronger than cast lugs 


H. B. SHERMAN MFG. CO. 





BATTLE CREEK MICH. 








we 
S.H.COUCH COMPANY, inc. 


NORTH QUINCY, MASS. 
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Be the first to tell 


your customers about it! 


When you sell “SLIPKNOT BROWN” it’s 
a sign to the world at large that you are 
keeping abreast with new developments— 
selling the latest and finest equipment and 


supplies. 


“SLIPKNOT BROWN” is new—different 
—and better, because it’s the natural color 
of raw rubber smoked sheets. Fresh, pure 
rubber comes directly from the plantation 
and is worked into the finest fabric. The 
high content of this raw brown rubber 


assures lasting strength and adhesion. 


“SLIPKNOT BROWN” introduces a new 
era in friction tape. Keep pace with 
progress. Tell your customers to “do it up 


brown”! 


Sold Through Wholesalers Only 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON @ MASSACHUSETTS 
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—another one for the book! 


Use this specific in- 
stance to help you 


Sell BUSS fuses to 
2 PRODUCTION MINDED 
EXECUTIVES... 


sos * yap: 
, x ed neron OO - adi 
e Ss 


snes 0 oa 





4 





They will listen to you— 
for holding down 
production costs is 
one of today’s 
big problems 


don’t overlook this 


The BUSS representative in your territory is 
always ready to he!p you by supplying literature 
about BUSS fuses or by giving you whatever per- 
sonal help he can—so why not put him to work— 
he’ll be glad to have you cal! on him. 


—s heen pee ego St. Louis 
of McGraw Electr Co 


BUSS super-lag FUSES 








